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Features This Week 


Essential Coverages 
There Are Today a Great Many Classes of Insurance 
Which Are Essential in Every Home and Business. 
The Fire and Casualty Lines Are Discussed in This 
Issue by Robert W. Sheehan. 


Death Rate 


A Study of Twenty Years for One Hundred Leading 
Life Insurance Companies Shows a Steadily Mount- 
ing Mortality Since 1925. Suicides in 1930 Are 
Reflected in Last Year's Results. 


a Natural!’ 


Edgar Paul Hermann Maintains That It Is Not 
Necessary to Be Too Dignified and Dumb About 
Meeting People. Make Your Approach Natural and 


Easy. 


Results for Six Months 


Fire. Life and Casualty Business for the First Six 
Months of the Current Year Are Included in the 
News Sections of This Issue. 


























Our Sixty-Fourth Year =|) of Multiple Line Service 
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Now Ready! 





The Insurance Year Book 
—1931 Edition 


The fifty-ninth annual issue of the encyclopedia of the life 
insurance business is now available to subscribers. This book, 
which covers every life insurance company operating in the 
United States, is a compendium of eight complete life insurance 
annuals and provides the following outstanding features: 


A ‘. r — a Cc. —_ 
A Complete Keporting Service 

A Detailed Financial S 
3. A Seventeen Years’ Statistical History 


Underwriting Experience by States 


And in Addition 





A List of Medical Examiners and Attorneys 
Especially Qualified for Life Insurance 


A POLICYHOLDERS’ REPORTING SERVICE 
PRICES 


Life Insurance Volume, including Special Reports...... me .$20.00 





Casualty, Surety and Miscellaneous Insurance Volume, including Monthly Bulletin and 
Special Reports ae wae scien Bearer oe .... 20.00 


Fire and Marine Insurance Volume, including Monthly Bulletin and Special Reports. ... 20.00 


| 7. A Comprehensive List of Over 50,000 Agents 


Two Volumes, when ordered together. . ; sae 35.00 





Three Volumes, when ordered together 50.00 
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| 243 West 39th Street, New York 

| CHICAGO BOSTON 
LOS ANGELES NEW ORLEANS 


Fire Insurance and Casualty, Surety and Miscellaneous Volumes will be ready 
| for delivery shortly 


i a le ee ae NNN ON EN OO EER EOF LEE LEER OOOF— LOO — OOO ™ 


— 























eI ee IO wee wc eee 

















j 


Tue Spectator is published every Thursday by the Spectator Company, at 243 West 39th Street. New York, N. Y. Entered 
June 2, 1879, at the post office, New York, N. Y., under the act of March 3, 1879 Tue Spectator, Volume CNXVII, Number 


$4.00 per annum 


as secon 
VIII, August 20, 1 





} 
econd-ciass matter 








Phone Pennsylvania 6-0080 


DrvisioN oF UNrTep Business PUBLISHERS, INC. 


HE SPECTATOR 


THE BUSINESS PAPER OF INSURANCE 





Vol. CXXVII 


NEW YORK AND CHICAGO, THURSDAY, AUGUST 20, 1931 


No. VIII 





This Week: 


@ Being a thief is not unnatural, it’s anti- 
social. According to Dr. Richard H. 
Hoffman, New York psychologist, we're 
only as strong as our instincts, and given 
sufficient temptation, any one of us might 
turn thief. Read “Thieves, Aren’t We All” 
by Bob Monaghan, for hints on selling 
fidelity insurance. 
* “ = 

@ A monthly calendar for fire and casualty 
agents stressing general covers and a sales 
letter on the same subject. 


* * * 


@ Edgar Paul Hermann tells you how to 
throw a natural—in life insurance ap- 
proaches. The popularity of this writer 
increases as life insurance men find that 
his bright suggestions work as pretty 
profitable advice. 
¥ * * 

@ W. E. Cox has gone to considerable 
length to help solve that perennial life in- 
surance problem, meeting objections. This 
week we present the second installment of 
his article on that subject. 


Next Week: 


@ Whether or not you sell it, Group In- 
surance means a lot to you and your busi- 
ness. This line of coverage has instilled 
the insurance ideain the minds of thousands 
of men who could never have been inter- 
ested otherwise. The life section will stress 
some aspects of this form of insurance next 
week, including a Calendar and a Sales 
Ltter for September. 


* * 


@ Gerhard Hirschfeld conrtibutes another 
of his articles on unemployment insurance 
experience in Europe. He titles the story 
“Unemployment Insurance — An _ Inter- 
national Question Mark.” And a big 
question it is. 


@ Next week about 500 prize winning 
Aetnaizers will gather in Hartford to talk 
over things in the casualty and surety field. 
Because we’re sure their talk will interest 
you we will report in full. 





The Industrial Agent 


NCE again the industrial agent proves the 
O pioneer of life insurance. Once again he is 

paving the way for the spectacular agent to 
produce the million dollar policy. Soon the mission- 
ary and educational work which he is now doing 
among the people during the depression, will have 
been accomplished. Then again he will resume his 
modest niche in the life insurance world and the 
production stars will shine in cloudless skies. When 
life insurance was an innovation, the industrial agent 
taught the working class the value of building estates 
through life insurance. The subsequent growth of 
life insurance is based upon that work. 

In the past year and a half, when financial string- 
ency made every sale difficult, life insurance suc- 
cumbed to this sales resistance. Though his people 
suffered through reduced incomes and restricted 
earning power, the stolid perseverance of the in- 
dustrial agent kept the decreases in industrial in- 
surance at a minimum. At the same time with un- 
diminished zeal and ardor in his daily rounds he kept 
his clients, life insurance conscious. 

Recent records show that the industrial agent has 
gained a foothold on the road back. The report of 
the Association of Life Insurance Presidents shows 
that there was more industrial life insurance written 
in July of 1931 than in July of 1930 or July of 1929. 
Tabulations of semi-annual statements in THE SPEc- 
TATOR indicate that six out of eight industrial writing 
companies wrote more in the first six months of 1931 
than of 1930. 

The industrial agent has fairly won the apprecia- 
tion of the life insurance world. The man on the 
debit has blazed the trail and shown the way. It 
only remains for the ordinary agents to profit from 
the lesson taught by his brother in the field. The 
people want life insurance protection. But they de- 
mand that the life insurance man prove their needs. 
They must work for money they earn and they 
want those who earn money from them to work 
for it.—T. J. V. C. 
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With the Editors 





Can a W orkable Plan Be Evolved 


for Unemployment Insurance ? 











not so worrisome and everybody that wants a job has one, politicians, 

economists and socialists will not find such eager ears for their pronun- 
ciamentos concerning the worth of unemployment insurance or a govern- 
ment operated dole. Until industry is riding easy and the dinner pail is 
regularly filled, however, it must be a matter of vital concern to all. Unem- 
ployment is a development of social concentration attributable to the modern 
industrial machine age. Has the State a responsibility? Should the indi- 
vidual be relieved of the consequences of his misfortune? Is a system of 
indemnity the logical solution? Is unemployment a proper hazard for cover- 
age by private insurance carriers? If so, what class of carrier should write 
it and what should be the basis on which this protection be given? What are 
the strongest reasons against the Government writing unemployment insur- 
ance, more commonly styled the dole system? 


Space prevents the listing of many other pertinent questions occasioned 
by unemployment insurance but Tue Spectator feels that in its entirety the 
matter is one to which insurance men should give their full consideration. 
No business has a greater interest in the disposition of this agitation than 
has insurance. A preparedness campaign instituted in advance of America’s 
entrance into the World War was largely responsible for her effective work 
when the tocsin was finally sounded. A parallel seems to face us. Unem- 
ployment is world wide. Countries of Europe have endeavored to meet its 
challenge, we think uneconomically and unsoundly, through doles. The time 
seems near when we in America must meet a similar problem. An open dis- 
cussion of the complications which might be met by Government or private 
enterprise would seem the best method of preparation, or, possibly, its pre- 
vention. America has come to look upon insurance, so aptly put by William 
T. Nash, as the last line of defense. In their troubles material assistance has 
been unfailing from insurance companies. The dread of disability, old age 
and death have been eased through insurance. For unemployment alone 
there is no adequate provision. The protection idea has been sold to people 
and they naturally look to the same source for further shielding. 


By reducing to print the many theories now held there may be evolved 
a workable plan which will be beneficial to employee, financially bearable for 
the employer and one which will not be an incubus on the back of Government 
or business, nor yet a stifler of that individuality which is the soul of success 
and progress. In order to provide a forum for such a discussion, THE 
Spectator has opened its pages to those who recognize that because of the 
present unemployment crisis quick action may be needed. A symposium of 
views may quite logically serve as a basis for a research that will produce a 
plan successfully to combat unsound proposals. Senator Hebert of Rhode 
Island, Arthur Woods, Chairman of President Hoover’s Unemployment Com- 
mission, William Green, President, American Federation of Labor, among 
others have been asked to give an opinion and this request is hereby trans- 
mitted to the readers of Tue SpecTator. 

T. J. V. Cullen 


p ERHAPS when prosperous days have come and the problems of living are 
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ASI LIVE 


OW I am not saying that X-ray 
N does not make one anemic but 
when a person whose medical education 
was, to say the least, limited, told me 
that, I was inclined to take the idea 
with a grain of salt. This man had 
the most convincing authority—his own 
experience. Then, tco, he quoted me 
some words in substantiation of his 
theory from the daily papers. Still, 1 
was doubtful and felt that it would be 
hard to go forward without this great 
scientific development. The old adage: 
“A little knowledge is a dangerous 
thing,” is proved in diverse ways. 

A * ok 

HE most common example of this 
"Laas is to be noticed today at the 
hands of pseudo economists. Grocery 
clerks, truck drivers, pants salesmen 
and yes, life insurance salesmen, who 
tell you with a great show of mental 
confidence that the depression has only 
started and that it will take years to 
finish its dirty work. It sounds to me, 
not profound, but rather as quitting 
talk. It can’t be healthy for business. 

* * * 


Viry worst of this situation is that 





it seems to be currently smart for 
public men and public prints to put 
poor little abused Pollyanna in her 
place. If you dare say that conditions 
may improve shortly you’re all wet. 
They gotta stay this way. Well, as 
Will Rogers keeps telling us, “All I 
know is what I read in the papers,” 
and some of “the papers,” printed in 
book form, tell us that depressions, like 
the poor, are always with us. They 
come and they go. The present one 
might very logically be considered t» 
have spent its force. Next summer 
should see the 1929-31 depression rele- 
gated into the limbo of history. 


* * * 


1 ie gg or not this theory is 
sound, there is one thing certain 
—salesmen cannot afford the luxury of 
depression talk. The salesman’s job is 
to talk prosperity. And it is a com- 
forting conviction to realize that in 
selling life insurance you are not trad- 
ing on prosperity as much as you are 
actually selling it. 
ok ~ * 

F we must talk about the depression, 

then let Eddie Cantor do it. Like 
in last week’s Saturday Evening Post, 
when he offered us a Banna Plan, A 
Five-Year Plan with Russian Dress- 
ing, and last not least interesting, a 
Twenty-Year Endowment Plan. It is 
obvious that life insurance agents have 
not been neglecting Mr. Cantor. 
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—— THE —_ 
THIRD PARTY 


BEGAN to think that most of the 

men with whom I once worked on 
the Hartford Courant have become 
authors of books. I have just finished 
reading Emile Gauvreau’s “Hot News” 
which tells of the daily tabloid news- 
paper and Tip Bliss’s murder mystery 
novel. Ray Tucker, I have been told, is 
the author of the book concerning the 
great of Washington, D. C., which is 
now having a large sale. It is pub- 
lished anonymously and I am not cer- 
tain Mr. Tucker wrote it. I expect to 
read that shortly. 


* a” * 
RITING or saying anything 
\ about books written by one’s 
friends is sometimes both difficult and 
dangerous. I recall one author with 
whom I was in school who later sent 
me his books as they were published 
asking that I review them. I would 
do that and after he read what I had 
written he would get very sour and 
express his dislike concerning what I 
had said. I tried to ease the situation 
by telling him that if I had written 
what I really thought he would have 
good cause to get mad, but that only 
seemed to make him more annoyed. 
* * * 
R. GAUVREAU was editor of the 
New York Graphic for some time 
and is now editor of the Daily Mirror. 
His book is to a considerable extent 
autobiographical and, I must confess, 
I had not higher respect for tabloid 
journalism when I had finished it than 
I had when I began, and that was not 
very high. It made interesting read- 
ing and I hope that the author colored 
the facts a bit because it seems hardly 
possible the reality could be quite so 
cheap and sordid. 
* * * 
R. BLISS’S book also deals to 
some extent with the newspaper 
world for his hero is a reporter who, 
like practically all the journalists 
of fiction, is much addicted to liquor. 
But he has brains and a heart of gold 
and manages to get himself out of an 
embarrassing situation in which the 
evidence indicates that he may have 
murdered three women and one man 
who mysteriously were bumped off. 
— oe oe 





S I said, I have not as yet read Mr. 
Tucker’s book, that is if he wrote 
the cne in question, but I gather he 
does not care for some of the promi- 
nent gentlemen in high position at 
Washington and what he says concern- 
ing them will seem more amusing to 
their friends than to themselves. 


SMOKES 


EAR Frank: 

I’m already sorry that in a fool- 
ish, effulgent burst of loyalty and vain- 
glory, I promised to turn in my usuai 
quota of copy, vacation notwithstand- 
ing. Deep in my heart, of course, I 
feared that if the Cub got a crack at 
my stint he’d run off in a corner with 
that baby blue portable of his and 
carve out a column that would make 
my honest plumbing a candidate for 
that list of things which people are 
doing without during the depression. 
There is a variety of ways of meeting 
competition, Frank, but if you can 
throttle it the moment it rears its ugly 
head, you don’t have to worry about 
the others. 





* * * 


NYWAY, here I am on an alleged 
A holiday with the prospect of filling, 
with limpid prose, a column ten inches 
deep and thirteen and one-half ems 
wide, yawning before me like an empty 
grave. To make matters worse, there 
isn’t a piece of literature, insurance or 
otherwise, around the place from which 
I could crib a few paragraphs. Sun- 
day’s New York Times found its way 
to my seaside fastness today, apprising 
me of the fact that the Lindberghs had 
landed successfully at Petropavlovsk. 
I thought it would be fun to fashion a 
rhyme about it but I only got as far as 


Pray, how many miles to Petropavlovsk? 

Queried the Lindberghs of a leering lass. 

“I’m a stranger here myself,” but ah v'll 
avsk” 

Said she, “the polizie at Bering Pass.” 


when the paper slipped from my grasp 
and, catching me squarely across the 
knees, threw me heavily to the ground. 
I lay there for a while, under all the 
news that’s fit to print, but finally suc- 
ceeded in burrowing my way out 
through the “Help Wanted” section, a 
feat, of course, that would have been 
impossible two years ago. 


x om > 
THERWISE, things have _ been 
pretty quiet around here. Noth- 


ing much to do in the daytime except 
swim and fish (You can’t get a girl to 
go rowing with you since they made a 
movie of “An American Tragedy’’). 
The night life is dull, too. Everybody 
sits around and trisects the angle—a 
pastime that has completely supplanted 
bridge and backgammon up this way. 
The other day, though, when I saun- 
tered down to the corner drug store 
to get some unguentine for my sun- 
burn, the prop asked me if I could use 
a bottle of genuine contraband. Sur- 
prised? You could have knocked me 
over with a wine brick! 


R. W. S. 








ommon Needs ~~~ 


Fire Insurance Covers Which Meet 
the Demands 0f Modern Business 


OR many years the fire insur- 

ance business tried to handle the 

problems of the automobile age 
with horse and buggy methods. Al- 
though inter-state and sectional bar- 
riers had been broken down in all other 
fields of the fire insurance 
business remained rooted in tradition 
and continued to hold to 
which were designed to meet 


commerce, 


practices 
strictly 
local conditions. 

Fire insurance still leans to these 
methods and it is rather a noble thing 
that the what we 
might term “community ideals.” Con- 
ducting its business through the Amer- 
ican Agency System, fire insurance is 
still a native institution in each local- 
ity to which it extends its benefits. In 
addition to the fact that the great car- 
riers invest their funds, in one way or 
another, in practically every section of 
the country in which they do business, 
insurance agents are invariably classed 
among the substantial, supporting, 
civic minded citizens in their communi- 
ties and that portion of the fire insur- 
ance premium which is paid out for 
the agent’s service finds its way back 
into other local businesses, enterprises 


business supports 


and charities. 

Sentiment, however, always has to 
make way for the ruthless rush of what 
we term “progress” and fire insurance, 
like so many other institutions, has had 
to give way in many respects. As the 
prop of all other kinds of businesses, 
insurance cannot lag behind and still 
do what is expected of it. 

Improvement of transportation facil- 
ities, concentration of capital, and new 
methods of mass manufacturing 
brought about revolutionary changes in 
business. When industrial 
processes were first speeded up, and 
the production of various manufactur- 
ing plants increased by leaps and 
bounds, methods had to be devised that 
would distribute the enormous output 
of goods in like tempo. It thus came 
about that quick turnover became the 
watchword of the business world. Raw 
materials poured into factory yards 
and as quickly disappepared into the 

modern machines. Likewise 
shelves of retail stores, goods 
but momentarily due to high 
sales methods. The under- 


American 


maw of 
on the 
rested 

pressure 


By ROBERT W. SHEEHAN 


problems became more and 
more one of insuring goods in transit 
rather than values that were station- 
ary and definitely conditioned. 

A further development came with 
the introduction of the chain store and 
the disposition of manufacturers, 
wholesalers and even local retailers to 


writer’s 


extend their operations to several 
plants or stores. Almost all business 
became big business with great re- 


sources of capital that permitted wide- 
spread operation. The age of mergers 
increased the vast field of operations. 











TIDES 


@ Thirty-four different lines of busi- 
ness report greater earnings in 1931 
than 1930. 

. * + 
@ Chain Store sales decline 3.8% 
for the first seven months of this 
year. Earnings, however, are re- 
ported greater. 

> . . 
@ Bank clearings in August show a 
decrease of 19% as compared with 
last year. 

. . . 
@ Fire Insurance Premiums for the 
first half of 1931 show an average 
decline of 19%. 

> > > 
@ Market value of shares listed on 
New York Stock Exchange were 
valued at $44,422,740,446 on August 
1, as compared with $67,221,337.495 
last year, a decline of 32°. 

> > > 
@ Resources of National banks con- 
tinue to decline. Liquid position, 


however, continues to increase. 
* . > 
@ Twenty leading insurance com- 


pany stocks show weighted average 

decline in price of 41° between 

Jugust 1, 1930 and August 1, 1931. 
> > > 

@ In the same period the weighted 

average decline of fifteen leading 

Vew York bank stocks was 39%. 





@. Commodity markets now at low- 
est level in years, due to large 
crops and small demand. 
> > > 

@ Necessitous liquidation in the 
stock market reached a low point 
during the early part of August, and 
the market at this writing has been 
able to stage a substantial rally. 





unished to Tur SpEecTATOR by Curtis and 
Sanger, Members of  Bostor md New York 
Stock Exchange 























This multiplication of locations made 
for a cumbersome multiplication of in- 
surance policies. Large business houses 
complained. They wanted their insur- 
ance facilities scaled to the same pitch 
as their other needs. Insurance had 
to meet the new requirements and did. 

At first there was an extension of 
the inland marine policies beyond the 
limits of their original intention. This 
branch of insurance was, by law, more 
flexibly described than any other. The 
rates under which property could be in- 
sured under these policies were decided- 
ly lower and the average local agent 
couldn’t possibly meet the competition 
of the large city brokers familiar with 
the execution of the inland marine con- 
tracts. 

It was to stabilize this business that 
the reporting cover form was revamped 
and the Interstate Underwriters’ Board 
organized. Having found the Amer- 
ican Agency System sound, it is the 
announced intention of the companies 
to meet the new requirements of mul- 
tiple location business without depriv- 
ing the local agent of the business 
which would normally be his as the rec- 
ognized agent of his territory. Local 
agents are by no means entirely in ac- 
cord as to the fairness with which the 
plan has worked out, but it is general- 
ly conceded that the new methods of 
writing the business are irrevocably 
established and it is hoped that such 
adjustments as are necessary to appease 


the local agents will eventually be 
effected. 
There is a great deal of business 


which local agents can write under the 
new forms but no agent should at- 
tempt to handle the business extensive- 
ly without first acquainting himself 
with the various forms. The multiple 
location form is used in the case of 
risks involving five or more locations; 
the general cover for risks involving 
two or more locations up to as many 
as are necessary. The former is writ- 
ten at an average rate; the latter at 
specific rates for the various locations 

Admittedly, all successful agents of 
the future will have to be equipped with 
a ready knowledge of these covers. A 
description of the functions of the In- 
terstate Underwriters Board appears 
in adjacent columns. 
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It Works Because It’s “A Natural” 
Putting Ease as Well as Power 


Into Approaches 


By Epcar PAUL HERMANN 


The Lincoln National Life Insurance Company 


“The end of the world.” 

This was the wire that flashed from 
coast to coast at the time of the sale 
of the Pulitzer New York papers to the 
Scripps-Howard chain. 

The phrase took because it was what 
newspaper men call a natural. 

In all too many cases sales ap- 
proaches do not have that flash value, 
that headline value of the natural. 
Yet, is there any reason they might not 
have? Let us consider some exam- 
ples. 

You are stopped by a stranger on 
the street and asked: 

“I beg your pardon, but can you tell 
me where I can buy a necktie?” 

In good faith you think of the loca- 
tion of the nearest haberdashery, but 
before you have a chance to speak the 
stranger adds “like this one,” and pulls 
out his own tie. 


A Natural Lead 


In amazement you look at him while 
he adds “for 85 cents. Feel of the 
quality. Rubber backed, exclusive, 
snappy, a gentlemanly design which 
would cost you $1.50 or $2 in any re- 
tail store. Look at this one and this 
one, sir.” 

Perhaps you buy, perhaps you do 
not, but if you are at all interested in 
selling you are impressed with his ap- 
proachmentship. His lead is a natural. 
How different if he were to stop you 
and say: “Mister, may I interest you 
in some wonderful neckties?” 

You may and probably do resent the 
trickery of the tie peddler’s plan, but 
in a large percentage of cases he gets 
attention and interest and a good deal 
of patronage. 

If you interview many salesmen at 
your desk each day, note how few ap- 
proaches have any of the qualities of 
the natural. Note how many begin 
with a lineup as like as all the peas in 
a pod. Something like this: “My name 
is Jones of the Success Life Insurance 
Company.” Then like a catapult out 
shoots Mr. Jones’ hand under your nose 
in a mechanical, military movement. 
You might like to refuse to take it 
or to ignore it, but you do not wish 
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to seem discourteous, so you give it a 
weak, little grasp. Then he seems to 
have gone through this mental process: 
“Now that part of the approach is out 
of the way. Item two: approach sen- 
tence.” And he says: “Mr. Palmer, in 








three minutes I can show you a plan 
which will enable you to guarantee your 
son’s expenses at Harvard.” Ah, yes, 
he looked up your college before he 
came, 





TWO— 


Mentally you wish you might take 
out an active membership in the Amer- 
ican Association for the Elimination of 
the If - I - Can - Show - You - a-Plan ap- 
proaches as well as one in the National 
Society for the Merciless Massacre of 
Unbidden Handshakers. 

As you interview salesmen through 
your day note the hard work that men 
make of approaches. If they used nat- 
urals, restraint and awkwardness and 
difficulty might, to a large extent, be 
eliminated. 





THREE—“NATURALS!” 


Suppose Mr. Jones had said to Mr. 
Palmer: “I believe you were an ’09 
man at Harvard, weren’t you? Here’s 
a little card concerning the class of 
’43. I believe that’s the class your 
boy, Buster, will make eventually, isn’t 
it?” 

Far closer to a natural is such a lead, 
don’t you believe, and far more likely 
to lead into a friendly, affable sales 
interview. 

Take another example. Into a sub- 
urban bank goes a business-like look- 
ing man with a portfolio and he ap- 
proaches one of the bank officials with: 
“Can you tell me, sir, if you have a 
certified public accountant and income 
tax expert in your organization?” 


How Different 

“Well, no, not exactly, but Mr. John- 
son attends to such matters for us. 
Would you like to speak to him?” 

“Yes, please, but first I would like 
to ask if there is a certified public ac- 
countant or income tax expert in the 
neighborhood to whom people can go 
for expert advice occasionally? No? 
Strange. Would it not be a good thing 
if there were a qualified man in your 
own organization competent to handle 
such matters?” 

Immediately he’s off on a tactful and 
forceful presentation of a training plan 
which will enable bank employees 19 
prepare for C. P. A. examinations. 

How different if he had begun: “Mr. 
Buesching, my name is Bontz of Mar- 
quette Extension University. Are there 
any young men in your bank qualified 
to enter training leading to the income 
tax work and later sitting for certificd 
public accountant examinations?” 

In one place the approach would be 
approximately a natural. The other 
usually an agony. 

I had an illustration today that 
proved to me that even panhandling 
can be done dexterously or indifferent- 
ly. You have all experienced the line: 
“Please, sir, could you give a man a 
dime to buy a cup of coffee?” 

This noon I was maneuvering my 
car into a difficult little parking spot 
where a smaller car had just left. A 

(Concluded on page 20) 
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Thieves? 


Aren't We All? 


Psychologists Say Predatory Instincts 
Prevail—A Credo for Fidelity Insurance 


By BOB MONAGHAN 


LEARNED that I was a little 

crooked, possibly a thief, in extreme- 

ly pleasant surroundings. It wasn’t 
much of a shock because I learned 
your bar sinister too, and yours and 
yours. We’re all that way, only our 
predatory instincts are inhibited and 
we release them in less violent ways 
than by blowing safes or jimmying sec- 
ond-story windows. Being a thief is 
not unnatural; it’s just anti-social. 
That’s what the doctor said. 

We were sitting, Dr. Richard Horace 
Hoffman and I, on Doctor Hoffman’s 
porch in back of his Eightieth Street 
house. Doctor Hoffman is one of New 
York’s foremost psychologists and neu- 
rologists, and THE SPECTATOR wanted 
to know if there weren’t some very 
subtle psychic reasons which led people 
to steal. Indeed there were, the doctor 
told me, as I enjoyed the luxury of a 
second breakfast. 

Stealing, it appears, is the world’s 
oldest occupation and it’s grandest 
sport. You will remember that the 
caveman eked out his existence by one 
form of stealing or another. He either 
stole the lives of animals himself, or 
what was easier, stole their corpses 
from his fellowman’s kill. 

As time went on, this practice got 
rather annoying, and a couple of cave- 
men got together and one said: “Look 
here, if you’ll promise to leave my 
brontosauri alone, I won’t purloin any 
of your dinosauri.” So they made a 
pact. Civilization began to begin when 
the cavemen started to respect property 
rights. It is curious to discover that 
this sense of property rights developed 
before the emotion of human affection. 
Perhaps that is why we regard the 
thief with so much rancor. 

With the development of civilization 
came the repression of predatory in- 
stincts. Because of the newly manu- 
factured moral code, it became more 
difficult to get something for nothing— 
hence inhibition, and the beginning of 
crime. Hitherto if you swiped your 
neighbor’s horse, he ran off with your 
cow, and everything was perfectly 
proper. Even today if stealing is done 
by a mob, it doesn’t exactly seem to be 
stealing. 
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A psychologist would say he was only as strong as his instincts 


Doctor Hoffman told me of Al Ca- 
pone’s recent statement to a group of 
psychiatrists who asked him why he 
remained in a life of crime. Capone 
answered that he didn’t consider his 
life one of crime at all. He said that 
he was supplying the wants of millions, 
and running the beer racket as an effi- 
cient business. Gang killings, he said, 
were largely a matter of punishing un- 
derworld thieves. ‘Your cops kill rob- 
bers,” Capone is reported to have said. 
“My men kill robbers too. You can’t 
call this thing a racket. It’s a busi- 
ness.” 

You and I use the same excuse when 
we go fishing, or hunting, or playing 
golf or baseball. Psychologically we 
are satisfying a predatory instinct, ac- 
cording to Doctor Hoffman. The pleas- 
ure of these sports has roots in the 
ancient spirit of the chase. Again, it’s 
the desire to get something for noth- 
ing, if only pleasure. 

Another instance where Doctor Hoff- 
man thinks our integrity is a trifle lax 
is in the matter of smuggling. He be- 
lieves that every person who has en- 
tered the country from a trip abroad 
has knowingly smuggled in some article 
for the sheer sport of beating the cus- 
toms. 

If the majority of us then have these 
instincts, and release them in our own 
peculiar manner, is it strange that a 
few should deny civilization and be- 
come wholly savage, or thieves? 

All life, according to Doctor Hoff- 


man, is a series of conflicts to the indi- 
vidual. They bombard him constantly, 
and in our present society the only ef- 
fective means of defeating these con- 
flicts is money. Suppose you take the 
situation of a bank cashier or any other 
person who handles great sums of mon- 
ey day in and day out, and test it by 
this method. 

Perhaps his salary is insufficient in 
his own mind to meet these conflicts. 
The temptation of stealing is immedi- 
ately before him. There would be only 
three prime reasons for his stealing or 
embezzling the bank’s funds. The first, 
and perhaps the greatest, is the gratifi- 
cation of an urge for pleasure. Per- 
haps your bank cashier is fond of 
gambling on horse races, perhaps he 
likes expensive cars, gay parties, a 
luxurious home. The conflict of emo- 
tion against reason in this urge for 
pleasure is a terrific one, and the bank 
cashier, who after all is a human being, 
will find that he is only as strong as 
his instincts. 

The second motive is necessity. Our 
bank cashier may have domestic trou- 
bles, may owe money to someone who 
is persistent in a demand for immedi- 
ate payment, threatening disgrace. 
Again the conflict. 

The third motive is the gratification 
of vanity. Like the male penguin our 
bank cashier may like to strut before 
his mate. Fine clothes, or any other of 


(Concluded on page 39) 
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The Calendar 


, Ma: Day by Day Chart Plotted for the 





hot summer. And 

it’s not over yet. 
But it is time to stop 
talking about heat and 
humidity and summer 
slumps. The early 
September birds are 
going to catch the fat 
October worms. 


1] Phew! It’s been a 


Aren’t you tired of 

looking at those 

hot, stuffy windows 
of yours? So are the 
people who pass them 
every day. Fix them 
up with an attractive 
display. Try green 
and dull gold as a color 
motif. Cool, and sug- 
gestive of the season. 





Beat your competi- 

tor to the fall mail 

campaign. Your 
letter should be brisk 
and pack a_ punch. 
Shake your prospects 
out of their depression 
lethargy with your 
hustling, optimistic, 
“business as usual” at- 
titude. 


Spend a few dol- 

lars on advertising. 

Your newspaper 
can accord you a good 
spot. You can crash 
the news, too. Write 
THE SpecTator for 
help in preparing an 
insurance news feature 
that your editor will be 
glad to run. 





If you plan to take 
5 in a company or 

association conven- 
tion this month, make 
plans for a_ special 
campaign that will de- 
fray your traveling ex- 
penses and put a vol- 
ume of business on the 
books that would ordi- 
narily be lost due to 
your absence. 














Everybody is de- 

lighted at the pros- 

pect of cutting 
down expenses. Offer 
to go over your clients’ 
policies with this in 
view. You can save 
him money on some 
coverages and sell him 
added protection on 
others. 





— 


General cover and 
8) inland marine pol- 

icies will interest a 
number of prospects at 
this time _ because 
they effect a saving. 
Much of this business 
would never get on 
your bocks in any other 
form. 


1] You sold a num- 
ber of special 
summer and 
vacation policies to new 
clients. Solicit them 
now for business of a 
more permanent nature 
and make them your 
policyholders for life. 





There are a 
] great many res- 

idents in your 
community whom you 
do not think of as “men 
of property.” But they 
probably own a sur- 
prising amount of val- 
uable, uninsured fur- 
niture and other house- 
hold contents. 


1 If you have a 
young solicitor 
in your office 
who needs a baptism of 
old fashioned work, 
send him out on a 
house-to-house canvass 
and he’ll earn his 
salary in household 
contents premiums. 














4 A successful 
1 agent remarked 

the other day, 
“The housewife as a 
fire insurance prospect 
has been grossly neg- 
lected. Life insurance 
agents discovered a 
long time ago that if 











1 5 You’ve allowed 
hundreds of au- 
tomobile policy- 
holders to shy away 
from collision  insur- 
ance. The _ foolproof 
driver doesn’t live. 
Make it a point to get 
this business from all 


- . her rst, your old, and your new, and crop covers. 
riend Husband can’t clients. 
Say no. 





in rural com- 

munities. Farm- 
ers can now see their 
fall harvests under 
their very eyes. It is 
the psychological time 
to solicit them for hai! 


1] A tip for agents 
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1 These are times 
to try, and 
tempt, men’s 
souls. Especially those 
close to large sums of 
money. Make the most 
of this point in selling 
fidelity bonds to banks, 
manufacturers and 
mercantile houses. 





1 Citizens are de- 
8 manding that 
the Federal, 
State and municipal 
governments spend up 
to the hilt for construc- 
tion. It puts idle men 
to work. It puts con- 
tract bond and work- 
men’s compensation 
premiums on the books, 
too. Watch for it. 





1 We hate to keep 
talking about 
the depression. 
But some phases of it 
make money for you. 
There’ll be _ breadlines 
again this winter. Hun- 
gry, restless men some 
times get out of hand. 
You sell riot insurance, 
don’t you? 











? On Arbor Day a 
civic minded in- 
surance agent 
ought to have some- 
thing to say, publicly, 
about forest fires. It 
would be a_ genuine 
public service and of 
course the publicity 
wouldn’t do you any 
harm. 


Sept. 1 and Oct. 
? 1 are popular 

leasing dates. 
Bargain rents are 
being leased in many 
instances. Leasehold, 
rents and rental value 
insurance assume a 
special significance and 
value because of such 
conditions. 


Don’t chime in 
? on the depres- 

sion theme song. 
An insurance agent, 
you’re a protection 
salesman. People don’t 
need less protection in 
hard times; they need 
more. 


2? Have you tried 
selling Auto- 
matic Reporting 
Builders Risk policies 
on big construction 
jobs? It is an attrac- 
tive, automatic cover 
that avoids coinsurance 
and indorsement com- 
plications. 





2? Don’t think 
your renewals 
are on the ice. 
Values have dropped 
and competition has in- 
creased. Keep close to 
your old policyholders. 
You’ve got to resell, 
not renew, old business 
this year. 


2? Make a tabula- 
tion of the busi- 
ness of your 
agency by classes. 
Could you make a liv- 
ing if there was a 
twentieth amendment 
prohibiting automo- 
biles? Create business 
in the lesser-known 
lines and you'll be do- 
ing a real selling job. 








2? The hunting 
season is nigh. 
Wonder how 

many khaki-clad woods- 
men are going to be 
mistaken for deer by 
the quick-trigger neo- 
phytes? A general lia- 
bility policy would be 
handy for those who 
always get their man. 








2? People are mov- 
ing to new rents 


this month, and 
many of them are mov- 
ing out of town to new 
jobs. Write transit 
policies on their furni- 
ture and other property 
whether it is being 
shipped by truck, rail 
or vessel. 





President Percy 
3 H. Goodwin of 

the National 
Association of Insur- 
ance Agents says, 
“Carefully select the 
companies you repre- 
sent.” Equip yourself 
with the necessary 
financial data on your 
own and _ competing 
companies. 





The next weeks’ is- 
sue will contain a cal- 
endar for life agents. 
As a parting reminder, 
don’t forget to attend 
to that letter. Follow 
up the prospects who 
said “See me _ next 
month.” See them. 
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THE DEATH RATE FOR 1930 


Per Cent of Mean Insurance in Force of 100 


Life Insurance Companies I9II-1930 


HE death rate for 1930 as shown 
by statistics of leading industrial 


il life insurance companies, as well 


as Governmental Bureaus, just issued, 


insurance is the payment of death 
claims and because of the further fact 
that these death claim payments rep- 
resent a large portion of every com- 


at the same high levels of recent years. 

It will be understood in connection 
with the death rate, that there must 
be taken into consideration the varying 


was slightly higher in 1930 than in pany’s outgo, amounting in 1930 to circumstances of each company, such 
1929. This result is confirmed by the $855,744,910, agents of companies as its age, amount of business it writes 
table presented herewith, which shows should familiarize themselves with all and localities in which it operates. As 
the death rate per cent of mean insur- informative statistics regarding the is well known, the increase in the 


ance in force for 100 of the leading general mortality as well as individual age of the company causes an increas- 
life insurance companies. The death mortality records of the companies. On ing death rate unless it is kept down by 
rate for 1930 was 0.88 per cent as the whole, the mortality record of the a large accession of new blood. 

against 0.86 per cent in 1929, 0.81 per last ten years is on a_ considerably In the table referred to, there are 


cent in 1928, 0.77 per cent in 1927 and 
0.78 cent in 1926. Probably the 
greatest contributing factor in the in- 
crease in the death rate was the stock 
market crash and the economic depres- 
sion which has resulted in a large in- 


per 


lower scale than ever before experi- 
enced, the actual mortality ratio being 
60.21 per cent in 1930 as against 63.16 
per cent in 1920. Policyholders should 
be gratified in the work being done in 
the life extension programs and selec- 


presented the death rates of 100 com- 
panies year by year for twenty years, 
with the averages for the four quin- 
quennial periods and for the entire 
twenty year period 1911 to 1930 in- 
clusive. This table is compiled on the 
basis of terminations by death, taken 





crease in the number of suicides as_ tive methods used by the life insurance 
compared with the preceding year 1929. companies. It is of material assistance as a percentage of the mean amount 
Inasmuch as the primary end of life in the maintenance of dividend scales of insurance in force year by year. 
































































































DEATH RATE PER CENT OF MEAN INSURANCE IN FORCE OF ONE HUNDRED INSURANCE COM- 
PANIES, 1911 TO 1930, INCLUSIVE 

— ; — — — ——————————— —— — 

| | | AVERAGES 
| | — - - a —— 

| | | | | 

NAMES OF 1911) 1912) 1913, 1914) 1915| 1916] 1917] 1918| 1919} 1920) 1921) 1922) 1923) 1924) 1925| 1926} 1927] 1928} 1929] 1930} 1911 | 1916 | 1921 | 1926 | 1911 
COMPANIES ‘ie to | to | to | to | to 
— } | } | | | 1915 | 1920 | 1925 | 1930 | 1930 
-_ = — a = aol] cng ses open — —EE EE ae) | Ee | | ——— —— ee 
Aetna Life 1.24! 1.20} 1.18} 1.35} 1.24] 1.38] 1.19} 1.46] 1.05] 0.95] 0.82] 0.96] 0.97] 0.91] 0.84] 0.86] 0.95] 0.98] 1.14] 1.16] 1.24 | 1.16 | 0.89 | 1.03 | 1.03 
American Central 0.68) 0.58] 0.56) 0.64) 0.74) 0.65) 0 57| 1.22) 0.80) 0.52) 0.66) 0.57) 0.54) 0.63) 0.62) 0.93] 0.98) 0.82) 1.05) 1.04) 0.64 | 0.73 | 0.65 | 1.02 | 0.82 
American, M 0.33) 0.42) 0.37) 0.46) 0.55] 0.34) 0.47) 0.96) 0.59 0.36] 0.45] 0.55} 0.55) 0.59) 0.63] 0.53] 0.55) 0.61] 0.79) 0.71] 0.43 | 0.59 | 0.56 | 0.66 | 0.66 
American National, Tex! 0.48) 0.79) 0.54) 0.62) 0.59) 0.48) 0.61] 1.02) 0.92) 0.56) 0.51) 0.52) 0.69) 0.58] 0.73] 0.57] 0.57] 0.72] 0.65] 0.59) 0.60 | 0.71 | 0.62 | 0.63 | 0.63 
Amicabl 8.00) 0.61) 0.45) 0.43) 0.37| 0.30) 0.38) 1.20) 0.57] 0.50) 0.53) 0.56} 0.37) 0 . 0.45) 0.55) 0.51) 0.29) 0.66) 0.49) 0.47 | 0.59 | 0.45 | 0.50 | 0.50 

| | 
Atlantic | ife 0.59) 0.93] 0.64) 0.53) 0 71| 0 ra 0 54 1.13] 0.55) 0 51) 0.48) 0 51| 0.67) 0.59) 0.54) 0.73) 0.657 0.69) 0.87) 0.74) 0.68 | 0.69 | 0.58 | 0.86 | 0.74 
Baltimore Life 0.64 0.69) 0.54) 0.78 0.91) 0.76) 0.62) 1.42) 0.90) 0.68) 0.67) 0 67| 0.79) 0.73) 0.72) 0.77| 0.77] 0.88} 1.03] 0.98} 0.72 | 0.87 | 0.72 | 0.89 | 0.82 
Bankers, Ne 0.30) 0.35) 0.36) 0.47, 0.36) 0.38} 0.41] 0.91) 0.50) 0.47] 0.32] 0.40} 0.40) 0.40) 0.51) 0.40} 0.38} 0.40] 0.46) 0.48] 0.37 | 0.54 | 0.42 | 0.43 | 0.39 
Bankers Reserve 0.38 0.47} 0.60) 0.42, 0.49. 0.45) 0.39] 0.79] 0.78] 0.36] 0.45] 0.44] 0.59] 0.46] 0.49] 0.57] 0.48] 0.50] 0.54) 0.60} 0.48 | 0.54 | 0.49 | 0.54 | 0.52 
Beneficial Life 0.41) 0.31] 0.36! 0.36] 0.44) 0.34) 0.65] 1.38) 0.91) 0.58) 0.44 0.63} 0 oA) 0.73] 0.49] 0.56} 0.56] 0.50} 0.60) 0.56) 0.38 | 0.78 | 0.57 | 0.56 | 0.59 
Berkshire 1.30) 1.58} 1.15) 1.75) 1.70) 1.47) 1.28) 1.74) 1.44] 1.26} 1.21) 1.11) 1.45) 1.24) 1.26) 1.17] 1.04] 1.22) 1.47) 1.23) 1.50 | 1.43 | 1.26 | 1.26 | 1.32 
Boston Mutual 1.23) 1.36) 1.42) 1.37) 1.50) 1.50) 1.30) 1.96) 1.26) 2.09) 1.13) 1.37) 1.02) 0.97) 1.44] 1.03) 1.13] 0.79) 1.01) 0.96) 1.38 | 1.64 | 1.19 | 0.98 | 1.22 
Capitol, Col 0.69 0.68) 0.73) 0.50) 0.30) 0.67) 0.45] 1.49) 0.84] 0.83) 0.59) 0.65) 0.62) 0.74] 0.70) 0.79) 1.11) 1.10) 0.61) 0.76) 0.55 | 0.88 | 0.66 | 0.90 | 0.77 
Central, Ia 0.21, 0.34) 0.34) 0.37) 0.39) 0.34) 0.34) 0.70) 0.80) 0.67) 0.33) 0.41) 0.36] 0.41) 0.41) 0.41) 0.40) 0.40) 0.48] 0.49) 0.35 | 0.61 | 0.39 | 0.55 | 0.44 
Central, Ill 0.34) 0.44) 0.38) 0.20) 0.40) 0.29) 0.53) 1.17) 0.46 ate 0.37) 0.48} 0.33) 0.39) 0.48) 0.46) 0.57) 0.56) 0.46 on 0.34 | 0.58 | 0.41 | 0.45 0.48 
Central States 0.26) 0.36) 0 65) 0.28) 0.19) 0.50) 0.50) 1.47) 0.70 0.49) 0.51 0.45} 0.37] 0.37] 0.49) 0.45) 0.45) 0.47] 0.59] 0.54) 0.32 | 0.73 | 0.44 | 0.51 | 0.52 
Colonial 0.84) 0.94) 1.11) 1.01) 0.82) 1.07) 2.13) 1.43) 1.13} 2.04) 1.53) 1.10] 2.38) 1.35) 0.93) 0.61) 0.97 0.58) 0.60} 0.71) 0.94 | 1.55 | 1.42 0.69 | 1.01 
Columbus Mutual Life 0.32) 0.19) 0.37) 0.37) 0.37) 0.37) 0.52) 0.59) 0.48) 0.31 0.30} 0.35] 0.39] 0.32] 0.33] 0.52) 0.64) 0.79] 0.46] 0.40) 0.15 | 0.44 | 0.34 | 0.45 | 0.41 
Col yan National 0.72) 0.81) 0.54) 0.67 0.75) 0.60) 0.65) 1.24) 0.76] 0.66] 0.43) 0.79) 0.83] 0.73] 0.72] 0.91) 0.73] 0.91) 1.07) 1.36) 0.70 | 0.78 | 0.71 | 1.01 | 0.84 
Commonwealth, Ky 0.41) 0.55) 0.56) 0.76) 0.66) 0.95) 0.65) 1.20) 1.08) 0.51] 0.57] 0.71] 0.57] 0.48} 0.54) 0.50} 0.53) 0.71) 0.53) 0.48) 0.60 | 0.84 | 0.57 | 0.55 | 0.60 

| 

Connecticut General 0.75; 0.81) 0.66) 0.72) 0.91) 0.91) 0.62] 1.22) 0.70) 0.68 0.66] 0.60} 0.58} 0.66] 0.60] 0.66] 0.64] 0.79} 0.86] 0.96] 0.78 | 0.80 | 0.62 | 0 80 | 0.75 
Connecticut Mutual 2.34) 2.21) 2.18) 1.80) 2.00) 1.78) 1.58} 1.98) 1.64) 1.39] 1.28] 1.04) 1.04) 0.94) 0.95) 1.01] 0.92) 0.83) 0.88] 0.92) 2.10 | 1.66 | 1.01 | 0.89 | 1.23 
Continental American 0.37) 0.29) 0 20) 0.26) 0.44) 0.41) 0.30) 1.13) 0.64) 0.46 0.39) 0.44) 0.66} 0.31) 0.44) 0.73] 0.28) 0.54) 0.54) 0.55) 0.32 | 0.59 | 0.53 | 0.53 | 0.50 
Continental, Ill 0.21) 0.14] 0.30} 0.33) 0.19) 0.36) 1.47) 0.43) 0.42) 0.31) 0.33) 0.54) 0.30} 0.29) 0.34) 0.40) 0.48) 0.44) 0.33) 0.28 | 0.55 | 0.35 | 0.40 | 0.39 
Continental, Mo 0.44) 0.45) 0.66) 0.65) 0.77) 0.57) 0.66) 1.38) 1.21) 0.86) 0.77| 0.62) 0.66} 0.61) 0.68) 0.90} 0.72] 0.37] 0.76) 0.65) 0.63 | 0.96 | 0.68 | 0.68 | 0.69 
Detroit Life 0.28) 0.55) 0.19) 0.31) 0 si 0.59) 1 07| 0.56) 0 49) 0.57) 0.63) 0.55} 0.58) 0.42) 0.62) 0.54) 0.70) 0.71 0.72| 0.31 | 0.64 | 0.54 | 0.66 | 0.61 
Equitable, Des Moines.| 0.46) 0.49) 0.45) 0.40) 0.42) 0.54) 0.42) 1 00! 0.55] 0.49) 0.40] 0.44] 0.51] 0.39) 0.35) 0.44] 0.40] 0.54] 0.57) 0.53] 0.44 | 0.59 | 0.41 | 0.50 | 0.48 
Equitab’e New York 1.50) 1.48) 1.39) 1.41) 1.52) 1.49) 1.40) 1.66) 1.31} 1.13] 1.03] 1.03] 0.99] 0.93} 0.87} 0.93] 0.90} 0.92) 0.99) 1.02) 1.42 | 1.37 | 0.97 | 6 96 | 1.11 
Federal Life®, . 0.79) 1.02) 0.69) 0.83] 0.69) 0.81) 0.66} 1.23} 0.75) 0.62, 0.67) 0.82) 0.70) 0.72] 0.73) 0.58] 0.59] 0.67) 0.76) 0.89) 0.80 | 0.79 | 0.73 | 0.71 | 0.74 
Fidelity Mutual 1.29) 1.33) 1.20) 1.38) 1.41 1.49) 1.11} 1.71 1.15} 0.99) 1.04] 0.88) 0.94! 0.99) 0.83) 0.95) 0.94 0.90) 0.99} 1.10] 1.32 | 1.27 | 0.93 | 0.93 1.04 
Franklin 0.87 — 0.91} 0.93) 0.86) 0.88) 0.87) 1.12) 0.87) 0.64) 0.62) 0.67) 0.68) 0.68) 0.74) 0.69) 0.66) 0.77; 0.76) 0.81) 0.90 | 0.86 | 0.68 | 0.74 | 0.76 

| | 
George Washington 0.69! 0.47] 0.64) 0.33) 0.72) 0.69) 0.90) 1.10} 0.99) 0.49) 0.53 0.98) 0.71) 0.69) 0.69) 0.84) 0.67) 0.93) 0.93) 1.48] 0.57 | 0.92 | 0.77 | 0.96 | 0.82 
Great Southern Life 0.24) 0.39) 0.56) 0.50) 0.82) 0.47) 0.62) 1.49) 0.77) 0.81) 0.65) 0.81) 0.59) 0.82) 0.64) 0.59) 0.58) 0.76) 0.74) 0.79) 0.58 | 0.87 0.68 | 0.58 | 0.72 
Guaranty Life, Ia 0.42) 0.23) 0.27) 0.25) 0.31) 0.35) 0.34) 0.96) 1.06) 0.33) 0.35) 0.40) 0.42) 0.29) 0.29) 0.27) 1.02 0.48] 0.43] 0.40] 0.29 | 0.61 | 0.35 |.0.54 | 0.47 
Guardian, New York 1.31, 1.22) 1.07) 1.18) 1.34) 1.07) 1.23) 1.50, 1.13) 0.77 0.73] 0.80) 0.80) 0.83) 0.78) 0.76) 0.81 0.73 0.93) 0.77) 1.22 | 1.11 | 0.7 0.81 | 0.93 
Home Life, N. ¥ 1.18| 0.99) 0.91) 1.14) 1.05! 1.16! 0.87) 1.18) 1.08) 0.87) 0.79] 0.82] 0.85] 0.85) 0.91) 0.83] 0.85) 0.73) 0.98! 1.00) 1.05 | 1.02 | 0.85 | 0.96 | 0.90 
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INSURANCE COMPANIES, 



























































































































































DEATH RATE PER CENT OF MEAN INSURANCE IN FORCE OF ONE HUNDRED 
1911 TO 1930, INCLUSIVE—Continued 
| ee “2 “By 
ae } | } | | AVERAGES 
= Dale on 
NAMES OF 1911} 1912) = 1914] 1915] 1916] 1917| 1918] 1919} 1920] 1921} 1922) 1923] 1924) 1925) 1926] 1927| 1928] 1929) 1930] 1911 | 1916 | 1921 | 1926 | 1911 
COMPANIES a a at to | to | to | to | to 
1915 | 1920 | 1925 | 1930 | 1930 
Illinois Life. . .. . | 1.01} 0.99) 0.98) 0.89] 0.81) 1.01) 0.84) 1.02] 0.93) 0.78] 0.73) 0.70] 0.64) 0.67; 0.67} 0.67} 0.70) 0.71) 0.79} 0.81] 0.93 | 0.91 | 0.68 | 0.74 | 0.78 
Indianapolis Life. . . . 0.12] 0.18) 0.21] 0.19] 0.35| 0.30] 0.50] 0.88] 0.51] 0.50] 0.30) 0.36] 0.23) 0.46) 0.40) 0.41) 0.40] 0.47] 0.46] 0.47] 0.23 | 0.55 | 0.36 | 0.45 | 0.42 
Inter-Southern.. .. 0.08} 0.60) 0.28) 0.76 0.75] 0.63] 0.97) 1.26) 1.05) 0.92] 0.66) 0.82] 0.83 0.83] 0.87| 0.84) 0.81] 0.91) 0.78) 0.93) 0.66 | 0.96 | 0.81 | 0.86 | 0.85 
Jefferson Standard. 0.71| 0.87) 0.79} 0.83) 0.67} 0.62) 0.72) 1.02) 0.83) 0.73} 0.46) 0.66) 0.70) 0.63) 0.70) 0.65) 0.70) 0.69) 0.94) 0.78) 0.76 | 0.83 | 0.64 | 0.61 0.66 
John Hancock". . 0.67| 0.7; 0.81) 0.74} 0.89] 0.85} 0.87] 1.34] 0.83) 0.73] 0.65] 0.70) 0.71) 0.69) 0.72) 0.79] 0.76] 0.78] 0.86) 0.83] 0.79 | 0.91 | 0.70 | 0.80 | 0.73 
Kansas City... . ..| 0.46 0.43) 0.35} 0.45! 0.46] 0.49} 0.45) 1.17] 0.65) 0.54] 0.42) 0.43) 0.49] 0.40) 0.46) 0.46) 0.49) 0.57] 0.58] 0.59) 0.43 | 0.66 | 0.44 | 0.57 | 0.52 
Lamar Life....... .51) 0.19) 0.39) 0.70} 0.69) 0.42) 0.47) 1.31) 0.49) 0.67) 0.55) 0.72) 0.80) 0.50) 0.62) 0.62) 0.70) 0.61) 0.59 0.76} 0.52 | 0.67 | 0.63 | 0.66 | 0.64 
Life Ins. Co. of Va.*...| 1.07) 9.90} 0.82} 0.82) 0.91] 0.78] 0.64] 1.53) 0.78] 0.84) 0.57] 0.62) 0.52) 0.59) 0.53) 0.75) 0.77] 0.75] 0.75) 0.91) 0.90 | 0.87 | 0.57 | 0.79 | 0.73 
Lincoln National. . . 0.15) 0.44) 0.30) 0.48] 0.36] 0.57) 0.41] 1.13] 0.58} 0.55) 0.46] 0.56] 0.79) 0.66) 0.55] 0.76) 0.99) 0.74) 0.87] 0.93) 0.37 | 0.65 | 0.84 | 0.87 | 0.77 
Manhattan. ... | 1.97) a 1.61) 2.05) 2.11) 1.88} 1.99} 2.37] 1.83} 1.60] 1.55) 1.65) 1.65) 1.60) 1.29) 1.56) 1.40] 1.43] 1.20) 1.43) 1.90 | 1.92 | 1.46 | 1.54 | 1.64 
| | | 
Massachusetts Mutual..| 0.95) 1.09) 1.04) 1.03) 1.11] 1.09) 0.98] 1.39] 0.94) 0.90) 0.75) 0.84) 0.76) 0.77) 0.73) 0.78) 0.71) 0.75) 0.76) 0.86) 1.05 | 1.04 | 0.77 0.78 | 0.84 
Metropolitan*.... . | 0.74) 0.75) 0.75) 0.72) 0.76] 0.77) 0.76] 1.21] 0.83) 0.66) 0.57] 0.58] 0.59) 0.58) 0.59) 0.61) 0.60) 0.64) 0.68) 0.68) 0.75 | 0.83 | 0.58 | 0.63 | 0.66 
Midland Mutual... 0.24! 0.26) 0.23) 0.43} 0.14) 0.54) 0.26) 0.90] 0.50} 0.38} 0.36] 0.39) 0.34) 0.38) 0.46) 0.27) 0.55) 0.50) 0.44) 0.72) 0.26 | 0.51 | 0.39 | 0.51 | 0.48 
Minnesota Mutual. 1.55| 1.34} 1.08) 1.11} 1.27] 1.25} 1.06] 1.44] 0.95] 0.65) 0.63) 0.64] 0.75) 0.69) 0.78) 0.72) 0.58) 0.68] 0.90) 0.93) 1.26 | 1.01 | 0.70 | 0.77 | 0.82 
Missouri State..... 0.95] 0.68} 0.95! 0.74] 0.67) 0.62] 0.60] 1.38] 0.76) 0.63) 0.50) 0.75] 0.70) 0.76) 0.73) 0.84) 0.71) 0.82) 0.91) 0.90) 0.77 | 0.79 | 0.68 | 0.84 | 0.79 
| | 
Montana. . 0.30} 0.05) 0.31) 0.35) 0.38) 0.42) 0.17) 1.09 0.93] 0.52) 0.51] 0.41} 0.60) 0.47) 0.48) 0.49) 0.61) 0.57) 0.57) 0.55) 0.32 | 0.66 | 0.50 | 0.60 | 0.55 
Mutual Benefit. . 1.16} 1.22} 1.05) 1.07) 1.01] 1.12} 0.97] 1.32] 1.03] 0.90] 0.83) 0.78) 0.89) 0.91) 0.83} 0.91) 0.83] 0.97] 0.96) 0.94) 1.09 | 1.06 | 0.85 | 0.92 | 0.95 
Mutual of New York...| 1.55) 1.52) 1.46) 1.56) 1.57) 1.59) 1.48) 1.68) 1.42) 1.33) 1.10) 1.21) 1.18) 1.08) 1.02) 1.01) 1.02) 1.05) 1.09) 1.14 1.56 | 1.49 | 1.11 | 1.07 | 1.18 
Mutual Trust. . . 1.51] 1.44] 1.46] 1.30) 1.17] 1.23] 0.91) 1.59] 0.64] 0.73) 0.53) 0.58] 0.57) 0.61) 0.65) 0.56] 0.51) 0.52) 0.60) 0.49) 1.36 | 0.95 | 0.59 | 0.54 | 0.66 
National Life, U.S. A...| 0.87) 1.27} 1.01} 0.92] 0.95} 0.94] 1.01) 1.49] 1.03] 0.88) 0.71) 0.84) 0.70) 0.81) 0.72) 0.76) 1.06) 0.90) 1.21) 0.95) 1.01 | 1.06 | 0.75 | 1.01 | 0.92 
| | | 
National Life, Vt..... = 1.09) 0.92) 1.02) 1.14) 1.08) 1.06] 1.29} 1.04) 0.95) 0.86) 0.84] 0.80] 0.80) 0.84) 0.85) 0.86) 0.95) 0.85) 1.01] 1.02 | 1.08 | 0.83 | 0.91 | 0.93 
New England Mutual..| 1.11] 1.24} 1.02) 1.05) 1.12} 1.09} 1.02] 1.51] 0.95) 0.98] 0.70) 0.83] 0.77| 0.78] 0.78) 0.71] 0.77) 0.83} 0.86] 0.85] 1.11 | 1.10 | 0.78 | 0.81 | 0.88 
New York Life. . 1.20] 1.21} 1.16} 1.17} 1.23] 1.24] 1.20) 1.46] 1.19) 1.04) 0.87] 0.86] 0.85) 0.82) 0.78) 0.79) 0.79) 0.84) 0.85) 0.88) 1.20 | 1.22 | 0.83 | 0.81 | 0.96 
North American, IIl.. 0.28) 0.41) 0.49) 0.62 0.54] 0.62] 0.41] 0.97] 0.59] 0.62] 0.59] 0.52) 0.56} 0.70) 0.51) 0.61) 0.61) 0.53) 0.65) 0.70) 0.49 | 0.65 | 0.56 | 0.62 | 0.59 
Northern Life. | 0.79) 0.16) 0.25} 0.43} 0.26) 0.53} 0.62] 0.97] 0.90} 0.49) 0.41] 0.43) 0.48) 0.28) 0.43) 0.27] 0.44) 0.42) 0.49) 0.48) 0.35 | 0.70 | 0.40 | 0.43 | 0.45 
| | 
Northern States. . . ahead |.....| 0.85) 0.87] 1.16] 0.77] 1.41] 0.78) 0.54) 0.61] 0.46) 1.01) 0.61) 0.60) 0.46) 0.72) 0.55) 0.85) 0.66) 0.57 | 0.82 | 0.66 | 0.66 | 0.67 
Northwestern Mutua...| 0.95] 1.00] 0.91] 0.93} 1.00} 1.07] 0.92} 1.21] 0.99) 0.91) 0.80) 0.88) 0.88) 0.82) 0.83) 0.84) 0.88) 0.97) 1.00) 1.02) 0.96 | 1.01 | 0.85 0.90 | 0.91 
Northwestern Natior.al.| 1.01) 1.00} 1.11} 0.84) 0.97) 0.77} 0.71] 1.34] 0.80} 0.63) 0.54] 0.50) 0.57) 0.46) 0.45) 0.67) 0.59) 0.53} 0.59) 0.58) 0.98 | 0.83 | 0.50 | 0.65 | 0.63 
Occidental, Cal. . 0.28} 0.14) 0.36) 0.46] 0.50) 0.40) 0.42) 1.13] 0.78) 0.48] 0.36] 0.39) 0.41] 0.45) 0.56) 0.48) 0.56] 0.42) 0.65) 0.65) 0.37 | 0.67 | 0.45 | 0.56 | 0.54 
Ohio National. 1.03} 1.23) 1.15 “7 0.95) 0.66] 0.88] 1.27) 0.56) 0.55] 0.42) 0.43) 0.46) 0.39) 0.44) 0.60) 0.49) 0.65) 0.59) 0.76) 0.99 | 0.73 | 0.42 | 0.55 | 0.64 
| | | 
Ohio State ‘ | 0.54] 0.32) 0.59) 0.52) 0.41] 0.48] 0.50} 1.09] 0.60] 0.39) 0.37] 0.41] 0.45) 0.31) 0.46) 0.56) 0.63] 0.46) 0.59] 0.57) 0.47 | 0.60 | 0.40 | 0.56 | 0.52 
Old Line, Wisc. . |.....| 0.38} 0.25) 0.49} 0.43] 0.23) 0.31) 0.98) 0.41) 0.31} 0.48) 0.38] 0.42) 0.37) 0.44) 0.51) 0.51) 0.45) 0.50) 0.54) 0.38 | 0.43 | 0.42 | 0.50 | 0.46 
Oregon Mutual........| 0.40] 0.36) 0.48] 0.17| 0.37) 0.50) 0.63] 0.69) 0.68} 0.34) 0.23] 0.61] 0.38] 0.40) 0.47) 0.65) 0.59) 0.46).....) 0.54) 0.35 | 0.55 | 0.42 | 0.57 | 0.51 
Pacific Mutual... . 0.81| 0.86) 0.85} 0.87] 0.93) 0.83) 0.83} 1.32! 0.89) 0.60) 0.67) 0.65] 0.63) 0.61) 0.61) 0.58) 0.62) 0.78) 0.79) 0.87) 0.86 | 0.91 | 0.64 | 0.74 | 0.88 
Penn Mutual.... = Het 1.16} 1.09) 1.19) 1.13] 1.18} 1.10) 1.52) 1.12) 1.15) 0.87] 1.00) 1.01) 1.00) 0.93) 0.97) 0.99) 1.03) 1.12) 1.13) 1.13 | 1.21 | 1.01 | 1.16 | 1.12 
Peoples, Ind....... 0.10) 0.19) 0.58) 0.36} 0.24) 0.43] 0.36] 0.57) 0.49) 0.50) 0.43] 0.50) 0.30) 0.53) 0.42) 0.65) 0.48] 0.72) 0.52) 0.74) 0.35 | 0.37 | 0.44 | 0.72 | 0.52 
Peoria Life. ....... 0.50! 0.45] 0.42) 0.29) 0.33] 0.24] 0.35) 0.87) 0.55) 0.42] 0.38] 0.35] 0.42) 0.36) 0.40) 0.56) 0.59) 0.75) 0.60} 0.82) 0.37 | 0.50 | 0.38 | 0.57 | 0.50 
Philadelphia Life. .....| 0.90 0.88] 1.44] 0.90] 1.07] 0.72} 1.06] 1.56] 1.08] 0.97] 1.08] 0.95) 0.95] 0.93) 0.99) 1.33) 1.12] 1.30] 1.28] 1.40) 1.03 | 1.09 | 0.98 | 1.29 | 1.13 
hoenix Mutual | 0.99) 1.26 1.14] 0.99} 1.16} 1.00} 0.93) 1.38} 0.98] 0.85) 0.76] 0.84) 0.85) 0.93) 0.79) 0.78) 0.85) 1.01) 0.86) 0.83) 1.11 | 1.00 | 0.83 | 0.83 | 0.91 
Pilot Life§........ | 0.28 0.58 —_) 0 " 0.53) 0.35} 0.42} 1.15) 0.69] 0.60] 0.44] 0.53) 0.39) 0.46) 0.41) 0.78) 0.75) 0.65] 0.71) 0.65) 0.48 | 0.69 | 0.44 | 0.69 | 0.61 
| | 
Postal Life. . | 2.02] 2.24) 2.21) 2.51) 1.98] 1.80} 2.12) 2.10) 1.74] 1.99) 1.46] 2.00] 1.92] 1.61) 1.43) 1.77) 1.44) 1.38) 1.24) 1.27) 2.19 | 1.95 | 1.68 | 1.34 | 1.91 
Presbyterian Ministers..| 0.62) 0.72| 0.63} 0.54] 0.85) 0.64) 0.74) 0.75) 0.77) 0.71] 0.69] 0.53) 0.61] 0.58) 0.69) 0.85) 0.52) 0.67) 0.42) 0.84) 0.68 | 0.72 | 0.57 | 0.70 | 0.71 
Protective Life. . | 0.34) 0.38) 0.30) 0.54) 0.45) 0.24] 0.54) 0.90} 0.78) 0.46) 0.60) 0.80) 0.78) 0.57) 0.59) 0.59) 1.03) 0.76) 0.78) 0.73) 0.41 | 0.60 | 0.66 | 0.79 | 0.71 
Provident Mutual.....| 0.91| 0.95! 0.79] 0.76} 0.74] 0.83} 0.70) 1.17] 0.78] 0.73] 0.76) 0.65) 0.78) 0.73) 0.65) 0.74) 0.67) 0.72) 0.80) 0.92) 0.82 | 0.84 | 0.69 | 9.76 | 0.76 
Prudential*. .... ; 0.74! 0.76) 0.74) sete 0.83} 0.81] 0.77] 1.21) 0.83] 0.72) 0.61) 0.61) 0.66) 0.63) 0.61) 0.64) 0.66) 0.70] 0.73) 0.76) 0.77 | 0.86 | 0.67 | 0.73 | 0.74 
| | | 
Reliance. . . . 5 0.56} 0.62! 0.54 0.69] 0.59) 0.60) 0.62) 1.01) 0.77) 0.52) 0.56) 0.55] 0.56] 0.53] 0.75) 0.64) 0.74) 0.57] 0.62] 0.76) 0.60 | 0.69 | 0.60 | 0.62 | 0.65 
Reserve Loan. . . | 0.58) 0.82) 0.75) 0.76] 0.75) 0.62} 0.79) 1.05] 0.68) 0.61) 0.57] 0.52) 0.43) 0.65) 0.67) 0.51) 0.65) 0.76) 0.72) 0.73) 0.74 | 0.74 | 0.58 | 0.68 | 0.66 
Royal Uniont | 0.68) 0.73) 0.57) 0.88) 0.82} 0.66] 0.88] 1.23} 0.69) 0.70) 0.47] 0.48] 0.31) 0.52) 0.63) 0.64) 0.60) 0.73] 0.72] 0.76) 0.75 | 0.83 | 0.49 | 0.66 | 0.65 
Security of America | 0.46] 0.78] 0.75) 0.88) 0.38) 0.70) 0.92) 1.43) 0.65 0.70} 0.61] 0.62} 0.56} 0.52) 0.40) 0.71) 0.70) 0.59) 0.70) 0.74) 0.65 | 0.86 | 0.51 | 0.66 | 0.66 
Security Mutual, N. Y..) 1.14 a an 1.30) 1.28) 1.33) 1.09} 1.49] 1.25) 0.94] 0.90} 0.92) 0.92) 0.96) 0.71) 0.80] 0.77) 0.92) 0.80) 0.88) 1.23 | 1.21 | 0.87 | 0.83 | 0.98 
| 1 
Southeastern | 0.53] 0.57) 0.45) 0.51) 0.39) 1.71) 0.42) 0.54) 0.83) 0.59) 0.42) 0.28) 0.64) 0.45) 0.32 0.73) 0.70) 0.56) 0.60) 0.70] 0.48 | 0.77 | 0.42 | 0.66 | 0.64 
Southland... . 0.50) 0.53} 0.34) 0.50) 0.77| 0.49) 0.46) 1.34} 0.62} 0.49) 0.32] 0.46] 0.47) 0.50) 0.44) 0.54) 0.37) 0.58) 0.71) 0.79) 0.56 | 0.67 | 0.44 | 0.62 | 0.57 
Southwestern. ... 0.59] 0.61) 0.50) 0.44) 0.39) 0.41) 0.56) 0.97] 0.60] 0.68) 0.40} 0.53] 0.45) 0.54) 0.47) 0.46) 0.52) 0.61) 0.52) 0.80] 0.49 | 0.66 | 0.48 | 0.56 | 0.57 
State Life, Ind . 0.72) 0.91) 0.87} 0.91) 0.77} 0.78) 0.97| 1.24] 1.02) 1.02] 0.65) 0.74 0.79) 0.74) 0.83) 0.85) 0.72) 0.84) 1.09) 0.97) 0.83 | 1.05 | 0.76 | 0.91 | 0.88 
State Mutual, Mass....| 1.09) 1.18] 1.02) 1.14] 110) 1.17} 0.84] 1.31] 1.18} 0.98] 0.88) 0.84] 0.95) 0.82) 0.76] 0.96) 0.73) 0.91) 0.90] 0.87} 1.12 | 1.09 | 0.84 | 0.87 | 0.93 
| | | | 
Texas Life. . 1.10) 0.81) 0.86} 0.93) 0.90} 0.91) 0.60) 1.28) 0.82) 0.63) 0.39) 0.74) 0.66) 0.54) 0.47) 0.52) 0.54) 0.62) 0.59) 0.71) 0.92 | 0.83 | 0.56 | 0.58 | 0.64 
Travelers. . . 1.19) 1.03} 0.90] 0.88} 1.07] 0.97] 0.86) 1.25) 0.78) 0.71) 0.64) 0.61) 0.55) 0.58) 0.58) 0.58) 0.62) 0.68] 0.77) 0.78) 0.99 | 0.87 | 0.56 | 0.68 | 0.70 
Union Central. . ‘ 0.85| 0.92) 0.71) 0.87) 0.90} 0.95) 0.86) 1.19) 0.95) 0.82) 0.78) 0.89) 0.76) 0.79) 0.80) 0.82) 0.72) 0.97 1.02] 1.06] 0.83 | 0.95 | 0.82 | 0.96 | 0.95 
Union Mutual... 1.20) 1.30, 1.16) 1.13) 1.10) 1.31] 1.27) 1.28) 1.27) 1.18] 1.22] 1.01 1.15} 1.07] 1.19] 1.07] 1.24) 1.21) 1.28} 1.35) 1.18 | 1.26 | 1.17 | 1.30 | 1.22 
United States. . 2.25) 2.25) 1.61] 1.45) 2 7 1.68} 1.93) 1.91) 2.23) 1.74] 1.55] 1.61 1.59) 2.06) 2.12) 1.56) 1.38) 1.71) 1.94) 1.94] 1.98 | 1.90 | 1.80 | 1.74 | 1.83 
| | j j | | | 
Volunteer State... .. 0.93| 0.43 0.76! 0.63) 0.64] 0.85] 0.60] 1.13] 0.69] 0.73] 0.50] 0.96] 0.56) 0.62) 0.72) 1.03) 0.71] 0.59) 0.87 1.011 0.67 | 0.73 | 0.62 | 0.84 | 0.75 
West Coast Life 0.52| 0.65, 0.62! 0.71| 0.83) 0.66) 0.57) 1.35! 0.90] 0.77) 0.70] 0.65| 0.74) 0.82) 0.67) 0.72] 0.72] 0.63) 0.59) 0.92] 0.53 | 0.87 | 0.72 | 0.72 | 0.74 
Western & Southern...| 0.69) 0.75) 0.83) 0.71) 0.77| 0.81) 0.67] 1.17] 0.68) 0.67) 0.63) 0.62) 0.62) 0.52) 0.69) 0.67) 0.65] 0.69) 0.71] 0.60) 0.75 | 0.77 | 0.62 | 0.66 | 0.66 
Western States 0.12) 0.52) 0.42) 0.58| 0.34) 0.32) 0.48) 1.15) 1.01) 0.68) 0.58) 0.47) 0.85) 0.53) 0.42 0.55] 0.55) 0.54) 0.56) 0.51] 0.43 | 0.75 | 0.50 | 0.54 | 0.55 
eee | ee | eee | —— , —— | ——_  ——_ --- ———.§| —<$——| | ——_ | —_ | ———_ | — ———_|— | —_ | ——__ |__| —_|— 2 
Average(100 companies) 1.17) 1.18) 1.09) 1.12} 1.16] 1.16] 1.06) 1.40) 1.05) 0.92 0.79] 0.81| 0.81) 0.78) 0.73) 0.78) 0.77] 0.81) 0.86 0.88) 1.14 | 1.10 | 0.79 | 0.83 | 0.90 











*Not including industrial business. ¢Figures prior to 1923 are those of Royal Union Mutual. §Formerly Southern L. & T. 
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MEDICAL IMPAIRMENT STUDY The report contains about 175 pages. time that the publication is issued. 


It is a volume to the 





The report of the joint committee on 
mortality of the Association of Life In- 
surance Medical Directors and of the 
Actuarial Society of America on the 
above-named study has now been com- 
pleted. 

The data described in this report in- 
clude the principal medical impairments 
as well as a section dealing with height 
and weight. They comprise four-fifths 
of the material available from all life 
insurance business in America. 
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companion 
“Joint Occupation Study” published by 
the same committee two years ago. As 
that report corresponded to Volume III 
of the Medico-Actuarial Mortality In- 
vestigation published 20 years ago, so 
the present report covers the subject 
matter of Volumes I, IV and V of the 
M.A.M.I. The subject of Volume II of 
the M.A.M.I.—the effect of build on 
mortality—is soon to be published in a 
separate volume, concerning the price 
of which announcement will be made at 


This report should be of value to all 
life insurance companies and especially 
to actuaries, statisticians and home 
office underwriters. 

Copies of the present report can be 
obtained from the Actuarial Society, 
256 Broadway, New York City, at the 
price of $5 to members of the Medical 
Directors’ Association and of the Ac- 
tuarial Society and to companies repre- 
sented in either of these societies. The 
price to others is $7.50. 
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W. E. Cox 








LIFE INSURANCE AS 
AN INVESTMENT 


A Life Insurance contract is a call- 
able bond issued against the finan- 
cial value of a human life. 


A Life Insurance bond places a 
principal sum of money on call, and 
and when death overtakes the buyer 
all unpaid installments are cancelled 
and the bond becomes fully paid 
for. 


A Life Insurance bond guarantees 
a definite amount of money that 
the buyer was unable to accumu- 
late otherwise. 


A Life Insurance bond commits the 
buyer to a standard form of invest- 
ment and the temptation to with- 
draw and spend is not great. 


A Life Insurance bond creates an 
investment, the value of which is 
known at all times. 


A Life Insurance bond may be 
quickly mortgaged and a definite 
amount of funds realized. 


A Life insurance bond may be 
purchased in standard amounts to 
fit both the needs and purchasing 
power of the buyer. 


A Life Insurance bond yields an in- 
come during a total and permanent 
disability without further payments 
or reduction of principal. 


A Life Insurance bond is free of 
worry, fear and anxiety. 


A Life Insurance bond yields a sub- 
stantial interest return. 


A Life Insurance bond has a defi- 
nite maturity date. 


A Life Insurance bond permits the 
buyer to continue to live in a fi- 
nancial way, with his family, even 
though life has left his body. 


Life Insurance as an investment 
yields income when income is most 
needed. 








Sales Help for the Life 


Underwriter 


Article Number Nine of a Series Which 
Will Present a Finely Drawn Picture 


of The Complete 


Life Insurance Sale 


By W. E. Cox, C.L.u. 








Meeting Objections 
PART II 








I Can Invest My Own Money 


You sure can, and right here is the 
best investment ever offered by one to 
Let me explain: 

Investing money is a science, and few 
understand the underlying principles 
of a sound investment. Hence, a great 
deal of money is lost. Now, why not 
be satisfied with a reasonable rate of 
return and let someone else do the 
worrying? 

Would you rather receive about 4 per 
cent guaranteed, or dream about some 
larger return of interest and never re- 
ceive it? 

How do you account for this fact? 
The wealthiest and brainiest men of 
America are buying and own great 
amounts of life insurance. They have 
access to the choicest of investments 
all the time, but for the protection of 
their business and families they buy 
life insurance. (Would it not be well 
for you and I to play the game safe by 
owning a reasonable amount? 

I don’t want all your money, but 1 
suggest that you play safe and guar- 
antee an income to those who love you. 

What about the investment you have 
in yourself? Should it not be under- 
written and continue as income to 
others when you leave? 

Life insurance is man’s first invest- 
ment because his estate is created at 
once. That which you had hoped to 
build is guaranteed at one hundred 
cents on the dollar. What other in- 
vestment gives you the same oppor- 
tunity ? 

Investments are made to either pro- 
tect someone else or yourself in old 
age. Here you have a combination, 
unequalled as to safety, interest re- 
turn, market value and free from 
worry. Should it not be purchased 
first? 


another. 


I Have No Dependents and Don’t 

Need Any 

What about your final bills? 

Do you have any objections to re- 
paying your parents the money they 
invested in you? Or, at least, you 
could guarantee the payment of all 
final bills. 

You may need no protection today 
but can you tell me what your exact 
status will be tomorrow? 

I am sorry to hear you say that. 
Most every young man is buying a 
substantial life insurance estate. The 
same will be of tremendous value to 
them in the business world, and they 
are making ready for the time when a 
real opportunity will present itself. You 
want to succeed? Of course you do. 
Make this payable to your mother. 

Just how do you define that word 
“need.” Will you need money to go 
in business? Will you need a credit 
asset when you apply for a loan from 
the Bank? Wil! you need money when 
old and gray? Will you be able to do 
without life insurance when experience 
has proven this contract to be your 
greatest asset? Let me have a check 
for the first deposit. 

You may have no dependents now but 
being a normal man, will you not marry 
later on? Why not take advantage of 
the earlier age? How better can you 
save money than by accepting this 
offer now? 

Let me show you what some of our 
National big successful men say about 
the young man’s future success. 


Il Want to Think It Over 


Just what is there to think over? 

Delays are dangerous. Many indi- 
viduals might have passed an examina- 
tion and been accepted yesterday. To- 
day, it is too late for the physical con- 
dition is forever changing. Why not 
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complete this contract and then think 
over how much more you should own. 

When only the welfare of one’s self 
is concerned, it is all right to delay a 
decision but your case is different. 
You are gambling with the future wel- 
fare of your family and your own old 
age. The earlier you go ahead the 
sooner you banish fears from your own 
mind and insure a greater success for 
yourself. 

It isn’t a matter of “think over” but 
instead is a matter of “Will the com- 
pany consider the acceptance of my 
risk.” 

Let us be frank in this matter. Just 
what part of this program is not clear 
to you? 

You admit the need for this insur- 
ance. Then why wait until tomorrow 
before buying that which you need 
today ? 

If you were ill and the doctor ordered 
a dose of medicine every hour, would 
you delay the following of his instruc- 
tions? Indeed not, and isn’t it a matter 
of financial ills that need be cured? 

That is your privilege, but have we 
a right to delay the purchase of a 
commodity needed by others? 


My Wife Objects 

You will pardon me, I’m sure. Your 
wife has nothing to do with this de- 
cision. This estate is being created for 
one of two purposes, either for your- 
self when you are old and unable to 
earn, or for your widow after you are 
gone. 

Many wives do, and all widows object 
more strenuously when they find their 
husbands had no life insurance. After 
all, you and I promised to protect, and 
this purchase is the first step in that 
chain of protection. 

Does your wife object to your 
saving money both for her and your 
enjoyment during the later years of 
life? Of course she doesn’t! 

Wives make the home while husbands 
earn the money to maintain and protect 
that home. Her job is dependent upon 
your income. What would be the re- 
sults if you left on that long trip? 

All right, let the wife object and put 
this on a business plan. We'll sub- 
scribe for sufficient funds to pay all 
last and final bills so the wife may 
start with a clean slate and be un- 
burdened by debt. That’s a fair pro- 
position. 

There are just a few wives who 
object but no widow ever refuses to 
accevt a check. Let’s go and see your 
wife together. 

Reverse the order of things. You 
become the home maker and _ the 
wife the money earner. Would you 
object to her guaranteeing the con- 
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tinuance of her income to you? You 


know what the Golden Rule says. 


l Have All the Insurance I Want 


Have you all the property you intend 
to accumulate? Of course, not. Life 
insurance is property—the best kind 
ever bought and worth one hundred 
cents on the dollar. Let me tell you 
about its property value. 

You are buying five thousand of life 
insurance and your income is three 
thousand net. When you die the in- 
come will stop entirely and the five 
thousand of life insurance will produce 
or earn, invested at 6 per cent but 
three hundred dollars per year. How 
will your family make up the differ- 
ence? We might as well look the facts 
in the face, and theirs would be a most 
impossible task, would it not? Then, 
it is a matter not of wants but of their 
needs. Your name here will provide 
them the comforts of life. 

Man’s biggest job is that of support- 
ing his family, and one’s obligations to 
his family continue not only as long 
as he lives but also as long as his 
dependents live. Your income stops 
when you go. Then, who will make up 
the difference? Will it be your wife’s 
earnings or the estate you left her? 

You will want 100 per cent of your 
income to continue, am I not right? 
Everyone wants that, but the present 
guaranteed estate will continue but 10 
per cent of it. How will your family 
make up the difference? Then it is 
again a matter not of want but of need. 

You will agree with me that when 
one’s income stops or is reduced in 
amount the standards of living are 
lowered. Most fathers want their 
families to continue as they have been 
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accustomed to live. If their needs are 
not supplied, wants will come. You 
can shield them against such a calamity 
by making application now. 


I Want to Pay All My Debts First 


That is certainly fine, and all we 
want to do is to guarantee the payment 
of those debts. 

The oldest debt of a man is the one 
due his family. Write your name here 
along with mine and arrange for its 
payment first. 

The measure of a man’s success de- 
pends on how he paid his debt to others. 
Something is due the helpmate and 
children. An income to provide for 
them, the necessities of life will cancel 
the obligations and leave pleasant 
memories. Our doctor will see you 
after lunch. 

I am glad you raised that point. Each 
one of us wants to provide a shelter 
from the burning suns in old age, when 
we are no longer able to work and earn. 
Thus, you guarantee the payment of a 
debt first to your family and provide 
an income for your personal account 
in old age. Nothing could be better. 

I agree, but have you ever thought of 
this? If it is hard for you with health 
and strength to earn sufficient to meet 
your obligations, what chance would 
those of the family have when your 
income stops entirely? 

One can at least guarantee the pay- 
ment of his final bills, leave sufficient 
money so the family may start un- 
burdened by debt. We will appoint the 
wife paymistress of your final accounts 
and make this contract payable to her. 

(Concluded on page 23) 





1. What is an objection? 


on the prospect’s mind? 


> Ww 


first resist his efforts? 


of confidence? 


10. 
nature? 





— QUIZ SHEET — 


Why do they arise? 
2. What effect will your failure to answer an objection have 


. Name four ways to handle or answer objections. 

. How can you induce people to have confidence in you? 

5. Can you ever become a master of yourself or profession 
unless you first know all of the things your product will do? 

6. When a salesman comes to sell you something, why do you 

Analyze the same from the stana- 
point when you are the seller. 

7. Why is a complete knowledge of objection answers a basis 


8. Why do examples of life play an important part in the por- 
traying of your objection answers? 

9. Of what value are human interest stories as illustrations? 

What is meant by an understanding knowledge of human 

How may you acquire this knowledge? 














16 


Sales 
Letters 


F you have a 
letter writing 
problem, The 
Spectator offers 
you the services of 
a trained insurance 
sales letter writer. 
Send in your problem 
today. 


the majority of business execu- 

tives you may approach on the 
subject of General Cover Insurance are 
still in the lamp lighting era, insurance 
wise, mentioned in the letter outlined 
above. 

Still, while it would hardly be wise 
to accuse any of them of countenancing 
gas lamp methods in an are lamp era, 
there’s nothing to prevent an offer of 
comparisons on your part so that Mr. 
Executive can draw his own con- 
clusions. 

As a matter of fact, most of the 
worth while prospects for General 
Cover contracts are already insured 
against fire loss to their merchandise 
and presumably cover fixtures and 


‘s HERE is no denying the fact that 







property improvements at their various 
locations. Actually, therefore, what 
you have to offer is not so much a 
matter of insurance as it is an exact 
and simplified method of insuring, most 
likely in keeping with the methods the 
head of any multiple location business 
is continually seeking. 

It is with that in mind that our 
letter does not deal with the need of 
insurance but suggests the possibility 
of reaching the objective of proper 
protection regardless of merchandise 
fluctuations, in a simpler manner than 
heretofore. 

This letter is outlined by request. 


This Week: 


General Covers 


















Considering the probable return from 
a sale of this size we recommend, in 
most cases, the use of individually 
drafted letters, built around the gen- 
eral idea of our outline but referring 
more specifically to the nature and 
locations of the business you seek to 
insure—a letter showing that you not 
only know your own business but some- 
thing of your prospects, enough so that 
you can talk his language and counsel 
him intelligently. 

Letters offered on this page are al- 
ways offered subject to such revisions. 
Call them, if you wish, self-starters 
for your own personal letters. 
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RIFE INSURANCE 


ORDINARY 


INDUSTRIAL 


GROUP 





Legal Section of A.L.C. 
Announces Program 





Imposing List of Speakers 
Scheduled for the Two-Day 
Meeting in Pittsburgh 


Outstanding insurance counselors 
will discuss legal problems which are 
confronting life insurance companies 
in their everyday dealings with the in- 
surance buying public at the annual 
meeting of the Legal Section of the 
American Life Convention, to be held 
at the William Penn Hotel, Pittsburgh, 
Pa., on October 5 and 6. The complete 
tentative program for the Legal Sec- 
tion’s meeting has just been released 
by Frank W. Wozencraft, counsel, 
Southland Life Insurance Company. 
Dallas, Tex., chairman, and Allen May, 
associate counsel, Missouri State Life 
Insurance Company, St. Louis, Mo., 
secretary of the section. 

In keeping with the established cus- 
tom of the American Life Convention 
the Legal Section is holding its meet- 
ings on the two days immediately pre- 
ceding the annual meeting of the 
American Life Convention. The main 
body will meet at the William Penn 
Hotel on Oct. 7, 8 and 9. 

The program prepared for the Legal 
Section by Chairman Wozencraft and 
Secretary May is one of the most in- 
teresting and timely, from a legal 
viewpoint, ever presented by a section 
of the American Life Convention. The 
speakers were selected with a view of 
their complete knowledge of the par- 
ticular subject assigned to them and 
all have given much time and thought 
in the preparation of their papers. 

The Legal Section’s first session will 
open at 10 a. m. on October 5 with an 
address by the Hon. William M. Mc- 
Naugher, judge of the Common Pleas 
Court of Alleghany County, Pa. Judge 
McNaugher is one of the outstanding 
jurists of western Pennsylvania. 

Following Judge McNaugher’s ad- 
dress, Chairman Wozencraft will give 
a short talk in his capacity as chair- 
man of the section, after which he will 
introduce Judge Byron K. Elliott, man- 
ager and general counsel of the Amer- 
iican Life Convention. Judge Elliott 
will give a review of recent life insur- 
ance decisions. 

“The Assignment Route or Bene- 

(Concluded on page 27) 
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DR. JOHN PIXLEY MUNN 


The Association of Life Insurance 
Presidents was represented at the 
funeral of the late Dr. John Pixley 
Munn, president of the United States 
Life Insurance Company of New York 
from 1902 to 1922, and chairman of the 
board of directors of that company at 
the time of his death on Saturday, 
Aug. 15, 1931, by the following-named 
committee: 

Alfred Hurrell, chairman, vice-presi- 
dent, The Prudential Insurance Com- 
pany of America, Newark, N. J.; Dr. 
Thomas H. Willard, medical director, 
Metropolitan Life Insurance Company, 
New York; William S. Gaylord, vice- 
president and secretary, Home Life In- 
surance Company, New York; Vincent 
P. Whitsitt, general counsel, associa- 
tion of Life Insurance Presidents, New 
York. 

The funeral was held at Dr. Munn’s 
late home, No. 18 West 58th Street, 
New York at 4 p. m., Aug. 17, 1931. 


As president of the United States 
Life Insurance Company, Dr. Munn 
was one of the “original thirteen” 


organizers of the Association of Life 
Insurance Presidents in 1906. 


WRITES HOSPITAL EMPLOYEES 

The Prudential has written a $106,- 
000 group policy on sixty-seven em- 
ployees of the Norwood Hospital, Bir- 
mingham, Ala. 





BULLETIN 


St. Louis, Mo., Aug. 19.— 
merger of Mississippi Valley Life 
and First National Life, both of 
St. Louis, has been approved by 
insurance commissioners of II- 
linois, Missouri and Oklahoma. 
Joseph F. Dickmann heads 
merged company, to be known as 
Mississippi Valley Life, with 
$100,000 capital, $180,000 sur- 
plus, $4,500,000 assets and $40,- 
000,000 insurance in force. It 
will write both ordinary and in- 
dustrial insurance. Merger was 
effected through an exchange of 
stock. 











July Life Production 
Falls 17.1 Per Cent. 


Decrease for First Seven Months, 
as Compared with Last Year, 
13 Per Cent 


NEw YorRK, Aug. 14.—New life in- 
surance production last month was 17.1 
per cent less than during July of 1930 
and the cumulative total] for first seven 
months of 1931 was 13.0 per cent below 
the total for the same period a year 
Industrial insurance was the only 





ago. 
class showing an increase for July, 
gaining 2.3 per cent over the same 


month last year. 

These facts are revealed by a state- 
ment forwarded today by the Associa- 
tion of Life Insurance Presidents to 
the United States Department of Com- 
merce for official use. The report ag- 
gregates the new business records— 
exclusive of revivals, increases and 
dividend additions—of 44 member com- 
panies which have 82 per cent of the 
total volume of life insurance outstand- 
ing in all United States legal reserve 
companies. 

For July, the total new business of 
all classes written by the 44 companies 
was $905,042,000 against $1,092,290,- 
000 during July of 1930—a decrease of 
17.1 per cent. New Ordinary insur- 
ance amounted to $605,628,000 against 
$714,748,000—a decrease of 15.3 per 
cent. Industrial insurance amounted 
to $253,228,000 against $247,506,000— 
an increase of 2.3 per cent. Group in- 
surance was $46,186,000 against $130,- 
036,000—a decrease of 64.5 per cent. 

For the first seven months, the total 
new business of these companies was 
$6,743,673,000 this year against $7,- 
749,493,000 last year—a decrease of 
13.0 per cent. New Ordinary insur- 
ance amounted to  $4,556,066,000 
against $5,384,523,000—a decrease of 
15.4 per cent. Industrial insurance 
amounted to $1,644,991,000 against 
$1,725,898,000—a decrease of 4.7 per 
cent. Group insurance amounted to 
$542,616,000 against $639,072,000—a 
decrease of 15.1 per cent. 

The new paid-for business written 
during each of the first seven months 
of 1929, 1930 and 1931 and percentage 
increases or decreases are, therefore, 
not at all discouraging. 
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A COMPLETE KIT 
FOR THE LIVE SALESMAN 


























A modern, up-to-date policy contract for 
every type of prospect—Life, Accident 
and Health, Group and Salary Savings. 
A multiple line that makes selling both 
profitable and pleasing. 
* 

The Moslic line includes Juvenile Poli- 
cies with insured premium feature; New 
Family Income Policy; Thrift Policies; 
Mortgage Protection Policies; Educa- 
tional Policies; Insurance with Income; 
Old Age Endowments, and many others 


equally attractive. 
> 


Representatives of the Missouri State Life 
enjoy the hearty cooperation and assist- 
ance of a thoroughly organized Field Ser- 
vice Department, and the Company’s Pro- 
ducer’s Clubs are a constant source of in- 
spiration and inducement to increasing 


success. 
o 


With Home Office in St. Louis, “the City 
Surrounded by the United States,” prompt, 
efficient underwriting and Agency service 


is assured. 
° 


A BILLION AND A QUARTER 


of Insurance in Force 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


Hillsman Taylor, President Saint Louis 


——¢e A Good Company to Represent «—————- 
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PROTECTIVE LIFE CONVENTION 


Honor agents of Protective Life of 
Birmingham, Ala., comprising the Pro- 
tective Club held their annual conven- 
tion Aug. 16-18 in Chicago. The agents 
were accompanied by S. F. Clabaugh, 
president of the company; LaNoue 
Matta, vice-president and _ superin- 
tendent of agents and T. J. Hammer, 
director of the agency service. Thirty- 
two agents with members of their 
families were in the party. 

Business sessions were held at the 
Palmer House, where Herbert J. Baum 
was installed as new president of the 
Protective Club. Talks were made by 
officers and agents of the company and 
also by E. Fay Davies, of the Sales 
Research Bureau and S. T. Whatley, 
general agent at Chicago for tna 
and former president of the national 
association. Recreational features in- 
cluded swimming at Glencoe Beach, a 
visit to the home of Ben I. Rapport. 
president of Old Republic Life of Chi- 
cago and a boat ride on Lake Michigan. 

Ten of Protective’s district managers 
will remain in Chicago for two weeks 
in attendance at the special managers’ 
School of the Sale Research Bureau. 





RALPH W. JENKINS JOINS MARY- 
LAND LIFE 

BALTIMORE, Aug. 10.—The appoint- 
ment of Ralph W. Jenkins as special 
agent at Charlotte, N. C., is announced 
by Charles C. Clabaugh, field director 
of the Maryland Life Insurance Com- 
pany. Mr. Jenkins was formerly with 
the Atlantic Life Insurance Company 
of Virginia. 


A. V. PRITCHARTT TO HEAD 
CONN. MUTUAL AGENCY 


A. V. Pritchartt has been appointed 
general agent at Memphis, Tenn., for 
the Connecticut Mutua] Life Insurance 
Company of Hartford. Mr. Pritchartt 
was born and educated in Memphis, re- 
ceiving his education at Memphis Uni- 
versity. His life insurance experience 
includes both personal production and 
organization development. 





BIRMINGHAM LIFE UNDER- 
WRITERS 


The Birmingham Association of Life 
Underwriters has invited Mrs. Walter 
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S. Pritchard of the National Associa- 
tion to come to Birmingham this fall 
and address women’s clubs of the city 
on the subject of insurance as a de- 
partment of the American home. An 
insurance department of the Alabama 
Federation of Women’s Clubs will be 
proposed. Mrs. Pritchard for five 
years has been active in promoting in- 
terest in insurance among the women’s 
clubs of Iowa. 

The association at its August meet- 
ing heard an address by W. Carson 
Adams, coal dealer, on the subject of 
“Insurance Solicitations I Have Re- 
ceived.” 





New York Life Agents’ compensation includes “Nylic,” a monthly 
payment beginning after two years’ service, based on previous pro- 
duction. This gives them a certain regular income increasing from time 
to time during the next 18 years, based upon the same annual pro- 


duction of new business. “Senior Nylics” have served a minimum of 
20 years and are drawing an annuity, payable in monthly instalments 
for life, whether they retire or continue in production. Most of them 
are still active. Some, at 50 to 70 years of age, are doing even a 
million or more. 


NEW YORK LIFE INSURANCE COMPANY 


51 Madison Avenue, Madison Square 
NEW YORK, N. Y. 





Irving B. Lentz, prominent Columbus in- 
surance man and a nephew of Hon. John 
J. Lentz, late president and founder of the 
American Insurance Union, who was elected 
president of the recently-organized Ameri- 
can Insurance Union, Inc., a legal reserve 
company, formed by the A.1.U. fraternal 
society. 
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It Worked Because It Was 
A Natural 


(Concluded from page 7) 


man stood idly at the curb and, like a 
railway flagman waving his arms, said: 
“A little more to the left, sir, cramp 
her hard, ete.” Finally, I made it and 
locked the car as he came up smiling 
and said: “Neatly done. I couldn’t 
have done better than that, and I have 
had years of experience as a chauffeur 
and auto mechanic. Just got into your 
town half an hour ago. Not located yet.” 
Then winningly: “If there was a res- 
taurant nearby I could eat—if I had a 
dime!” 

That was a natural and it worked. 

A smiling young lady entered the 
office of a Chicago doctor and said: 
“Ten years ago today I'll bet you got 


a lot of congratulations.” Pause. “On 
your wedding.” 
The physician was expansive. Per- 


haps it reminded him to be sure and 
send out some flowers to the house! 
But it was easy for the life insurance 
agent of the start of that natural ap- 
proach to talk about income provision 
for that bride of ten years before. It 
wasn’t such a difficult job for her to 
gather from the vital statistics of ten 


years ago the facts that she could 
check against today’s facts. 
How much more effective was her 


planned approach than a: “Dr. Thorn- 


ton, my name is Mrs. Brown of the 
Lincoln National Life Insurance Com- 
pany. If anything should happen to 
you, would Mrs. Thornton be able to 


continue to live in the style to which 
on 


you have accustomed her? 

There are many effective naturals in 
approach strategy and all that is needed 
salesman to take the time to 
out. A question often 


a good one: 


is for a 
ferret 
makes 

“Mr. Hermann, you brother 
of Harold L. Hermann, the alumni sec- 
retary of Monmouth College?” 

“Why, yes.” 

“Then, no doubt, you will be inter- 
ested in the trust plan built for 
him. Adding just a little phrase made 
quite a real difference in the tax sched- 
to return.” 
salesman is off on a 
advantages of a trustee 
Life makes 


them 


are a 


we 


ule he will have 
Then the 


concerning th 


talk 


option which the Lincoln 


available to its insureds. 
A picture often leads to a natural. 


“Mr. Hermann, I want to show you 
how your house looks from an aero- 
plane. Did you ever see your home 
from this angle? It makes Rudisill 
Boulevard look impressively different, 
doesn’t it? Here’s the Missionary 


Church, here’s Fairfield Avenue, here’s 
Foster Park.” 


Life Insurance 


Then after a few moments he is talk- 
ing about an Emancipator policy ‘o 
cover the mortgage. 

A request for a favor may lead to a 
natural. 

“Mr. Hermann, one of my protegees 
edits a Boy Scout newspaper. He and 
I would both appreciate it if you would 
write a paragraph or two for the next 
issue on “Elephant Models.” You have 
an interesting hobby, I think. In re- 
turn, I would like to do you a favor. 
I am a life insurance analyst and wiil 
gladly go over your policies and make 
an analysis for you. Perhaps I can 
make a suggestion or two which will 
make your insurance more closely ac- 
complish the purposes you really have 
in mind.” 


We Like Flattery 


Congratulations or mild 
sometimes make a natural. 

“Mr. Smith, if you will accept con- 
gratulations from a stranger, I want 
to tell you how much I appreciated that 
last number of your magazine. It cer- 
tainly was fine. I notice you had a 
little article in it about life insurance 
trusts. That’s the subject I am particu- 
larly interested in.” 

Figures sometimes help dramatize 
an approach into almost a natural. 

“Mr. Smith, will you give me a 
sheet of paper for a moment?” 

Quickly his pencil is out and if he is 
clever he has the eye of the prospect 
following a dramatic little calculation 
which leads into his text. 

I have seen some men make good 


flattery 








with a wordless natural. They come in, 
smile, say nothing, but place on the 
desk before the prospect a card on 
which something interesting, striking 
or important has been printed or writ- 
ten as, for example: “If the law of 
averages works, your wife will be a 
widow for nineteen years, Mr. Jones.” 

You might go on with a host more 
of illustrations, but perhaps they are 
unnecessary. 

A word should be said, however, lest 
this seems to be an advocacy of trick 
and Barnum approaches. I am firmly 
of the belief that there is no reason in 
the world why a natural need to be 
hokumized. A good natural shou!d 
build attention without arousing re- 
sentment. A good natural should lead 
easily and gracefully into the body of 
the canvass. A good natural should be 
closely geared into the prospect’s in- 
terest. 

Certainly this would be a happier 
world of buyers if more approaches 
were naturals and fewer were of the 
mechanicai, hand-pumping, stereotyped, 
awkward, my - name - is - Jones-of-the- 
Robinson-Company type. 


NORTHWESTERN MUTUAL LIFE 


The rate of interest earned by the 
Northwestern Mutual Life Insurance 
Company of Milwaukee, Wis., for the 
five-year period, 1926 to 1930, inclu- 
sive, was 5.12 per cent and not 4.96 
per cent as erroneously shown in the 
table, Rate of Interest Earned printed 
on page 8 in THE SPECTATOR of July 23. 


In Case You Didn’t Know 





URIOUSLY enough, American life 
C insurance had its beginnings at 
an English breakfast table in London 
almost a century ago. John Kenyon, 
known poet and_ entertainer; 
tobert Browning, Samuel Rogers and 
Barry Cornwall were among the dis- 
tinguished guests present. con- 
spicuous, but certainly no less witty 
or popular, was a dark eyed, dark 
haired American whose philanthropies 
and struggles in the cause of liberty 
and justice earned him the respect of 
his associates. He was Elizur Wright, 
Bostonian book agent, and his services 
to American life insurance will long 
be remembered. 

Cornwall and Wright found a great 
deal in common, but clashed furiously 
on the subject of life insurance, which 
the former described as “the greatest 
humbug in Christendom.” Wright dis- 
agreed, and Cornwall, to prove his 


well 


Less 


point, ushered him about London point- 
ing out the evil practises into whicn 
the British protective system had fal- 
This in 1844, and it 
common to old 
women selling their insurance policies 


len. was was 


come upon men and 
at auction in the streets, because they 
were unable to pay premiums and be- 
cause the companies refused to return 
any of the money which they had al- 
ready received. 

Undaunted by the British situation, 
Wright returned to the United States 
to impress the importance of reform 
in the American system. He met with 
great opposition, but succeeded in 
enacting into law some of the statutes 
which have raised American life in- 
surance to the lofty economic pinnacle 
it now retains. One of Wright’s ideas 
was the legal reserve system for iife 
companies. 
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SENTINEL LIFE DIRECTORS 


Kansas City, Mo., Aug. 15.—R. S. 
Tiernan, president of the American 
Savings Life; J. T. Mayall, vice-presi- 
dent, and D. Sharpe, secretary-treas- 
urer, are reported to have purchased a 
substantial interest in the stock of the 
Sentinel Life, and have been made di- 
rectors of the company. In addition, 
Mr. Tiernan was elected vice-president 
and chairman of the executivé com- 
mittee of the Sentinel Life, and Mr. 
Mayall was elected vice-president. 

E. G. Trimble remains as chairman 
of the board; F. C. Harvey, as presi- 
dent; Benjamin Beecher, vice-presi- 
dent; E. E. Smith, secretary-treasurer, 
and H. O. Cedarholm and T. E. Allen, 
assistant secretaries. There will be no 
change in the agency management, nor 
in the company’s underwriting policies. 


BEN S. LOWRY DEFEATED 


NEw ORLEANS, LA., Aug. 17.—Miss- 
issippi’s commissioner of insurance, 
Ben S. Lowry, who was inducted into 
office for a four-year term in January, 
1928, was overwhelmingly defeated by 
George D. Riley in last week’s Demo- 
cratic primary—tantamount to an elec- 
tion. Unofficial returns were: Lowry, 
88,522; Riley, 116,395. Mr. Lowry’s 
many friends will regret his defeat, 
which is attributable in part to the in- 
fluence of the Clarion-Ledger, Missis- 
sippi’s leading morning newspaper. 
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As a result of our expansion program, 
unusually attractive General Agency 
openings are available for the right 
men in most of the ten SOUTH- 
EASTERN states in which we now 


operate. 


Unexcelled policy contracts, 


most liberal first year and long time 
renewal commissions, allowance for or- 


ganization and office expenses. 


If you are looking for a real oppor- 
tunity, it will be to your advantage to 


communicate with us. 


4, Af. 


c. O.. MILFORD, 
President 


GREENVILLE 








AN EXAMPLE OF FAMILY INCOME 


BENEFITS 
The Equitable Life of Iowa an- 
nounces the first death of a _ policy- 


holder under the family income system 
which was introduced some six months 
ago. The holder of the policy was 
Harry Baxter, of Chicago, who on Feb. 
20, 1931, made application for cover- 
age for $10,000 on the Equitable of 
Iowa family income plan. 

Mr. Baxter died on June 22, 1931, 
almost exactly four months from the 
date of issue of the policy, after a very 
sudden and brief illness. The wife of 
the insured was named as beneficiary 
and their two children, Joanne, age two, 
and John Otis, age four, were named 
as contingent beneficiaries. There is 
a direction for settlement attached to 
the policy, which provides that, in the 
event of the death of the insured dur- 
ing the family income period, after the 
regular settlement as provided by the 
policy has been carried out,~that the 





SOUTHEASTERN LIFE 


INSURANCE COMPANY 


ORGANIZED 
1905 


SO. CAROLINA 


Southeastern “U. S.” Should Remind You of Us 


YY Yy Vf yy. 


$10,000 lump sum settlement, which 
will be made Feb. 20, 1952, is to be paid 
to a prominent Chicago bank under a 
trust agreement. 

Only one semi-annual premium had 
been paid on this contract before the 
death of the insured. The beneficiary 
has since paid the second semi-annual 
premium in order to complete the pre- 
mium requirement for the current in- 
surance year and has received some and 
will receive all of the following benefits: 

1. A lump sum settlement of $1,500 
which payment has been made. 

2. A monthly income of $100 for a 
period of 248 months, the last payment 
being made Jan. 22, 1952. 

3. At the final anniversary of the 
family income period, on Feb. 20, 1952, 
the face amount of the policy, $10,000, 
will be paid to the trust company, in 
accordance with the directions for set- 
tlement which are a part of the policy. 

The present. value of all these bene- 


fits amounts to $24,090. 
fet 5 
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i ) Southland Life Agents 
& in June 


Broke All Records 


Since October, 1929 
(Honoring Col. W. E. Talbot, Agency Manager ) 
No Prizes ... No Contest 
Just Southland Life Agents 

Plus Work 
Plus Co-operation 


For information regarding open territory, write: 
Clarence E. Linz, First Vice-President 


Southland Life Insurance Co. 
HARRY L. SEAY 4 PRESIDENT 


Home Office, Datias, Texas 














CENTRAL STATES LIFE 


INSURANCE COMPANY 
OFFERS YOU 


Policies for all ages 1 to 70. 

Children’s Policies with Beneficiary Insurance. 
Beth Participating and Non-Participating. 
Disability and Double Indemnity. 

Surgical and Dismemberment Benefits. 
Non-Medical. Standard and Non-Standard. 
Sales Planning—Circularization Department. 
Perseverance and Producer’s Clubs. 

Special Monthly Premium Plan. 


NEW FAMILY INCOME PROTECTION POLICY 
Now, over $100,000,000 insurance in foree 
Write direct to Home Office 
ST. LOUIS 








America Insures Itself 


An enlightening new Hand Book containing Valuable 
Information as to Life Insurance for Agents, Busi- 
ness and Professional men 
By MORRIS PIKE, LL.B., BS. 


N the informative work entitled Amsrica INsuRES It- 
I seLr, Mr. Pike deals with the important subject of life 











insurance in a manner which appeals to agents and 
laymen, lawyers and medical men by the clearness and 
lucidity with which life insurance and its uses are 
described. 

AMERICA INSURES ITSELF has met with a prompt and 
appreciative response from the above classes of business 
and professional men. It has been aptly described as “a 
} popular and clear exposition of the principles underlying 

life insurance—and of the various angles of the business 
in an easy, flowing style, so that he who runs may read,” 
and also, as “a thorough book, a good book and one that 
is easy to read.” Companies would find it an admirable 
general handbook for their agents; to the public it should 
~ as making plain many of the methods and plans 
of insurance as well as other points of interest which 
arise in connection with the subject. 


Price, per copy, $3 
Discount in Quantities 


THE SPECTATOR COMPANY 
| Division of United Business Publishers, Inc. 
NEW YORK CHICAGO BOSTON NEW ORLEANS 




























Reinsurance 


We offer companies writing per- 
sonal health and accident substantial 
reinsurance facilities for excess lia- 
bility on principal sum and monthly 
and weekly indemnity. 


Write to J. E. Sheridan, Reinsur- 
ance Underwriter. 


INTER-OCEAN CASUALTY COMPANY 


_ HOME OFFICE 
CINCINNATI, OHIO 





| 








Sales Possibilities 


Undeveloped in Maryland! 


We Have Some of the Best 
Counties in the State Open 
for Direct Appointment. 


Generous Contract . . . Full Policy Service 
Sincere Home Office Cooperation. 


George Washington Life Insurance Co. 


Charleston, West Virginia 






































In our Home Office Agency in Rhode Island every 
man is on salary and works directly for the Com- 
pany. The definite income which this plan makes 
possible is appreciated by our agents. The agent 
is an integral part of the Home Office organiza- 
tion and has an opportunity to increase his income 
by commissions on excess business. If interested, 
write to— 


Puritan Life Insurance Company 
Rhode Island 


——— 


Providence 




















——-. 
——— 


Equitable Life Insurance Company 
Home Office: Washington, D. C. 


Henry P. Blair, President Allen C. Clark, Secretary 
Joseph Sanders, Vice-President Gilbert A. Clark, Actuary 


ATTRACTIVE OPPORTUNITIES 


For men with clean past records, in 


DELAWARE, MARYLAND, OHIO, W. VIRGINIA and 
DISTRICT OF COLUMBIA 


Up-to-Date ORDINARY and INDUSTRIAL Policies 
For further information, write 


L. H. Hannah, Manager of Agencies 
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CINCINNATI LIFE UNDERWRITERS 
SPONSOR COURSE 


The Cincinnati Life Underwriters 
Association for the fifth consecutive 
year is sponsoring the course of life 
insurance salesmanship and practice 
given by Dr. Charles Rockwell, nation- 
ally recognized authority on the teach- 
ing of life insurance subjects. 

The course embodies functions and 
services of life insurance, principles 
and practices of life insurance sales- 
manship, planning and prospecting, and 
modes of paying proceeds. 

Classes will be held from Sept. 29 
to Oct. 24, inclusive. Classes will meet 
from 9 to 11 a. m. daily, except on 
Mondays, with one afternoon and one 
evening session of an hour each week. 

Inquiries for information and enroll- 
ment applications should be addressed 
to the Executive Secretary of the Cin- 
cinnati Life Underwriters Association, 
Chamber of Commerce Building, Cin- 
cinnati, Ohio. 





ELECTED NEW YORK LIFE 
DIRECTOR 


William H. Danforth, president of 
Ralston Purina Mills of St. Louis, Mo., 
with branch mills both in the East and 
West, was elected a director of the 
New York Life Insurance Company 
today at the regular monthly meeting 
of the company’s board of directors at 
its head office in New York. 





PLANNING WINTER CONVENTION 
ON GULF 

The National Life Insurance Com- 
pany of the U. S. of A. is planning a 
national convention for members of 
the field organization to be held at the 
Edgewater Gulf Hotel, Gulfport, Miss., 
early in January. This is the first na- 
tion-wide gathering of the National 
Life of the U. S. of A. field since the 
company’s sixtieth anniversary conven- 
tion in Washington, D. C., in 1928, as 
regional conventions have been held 
during the past two years. 














ACTUARY | 


Associate of Actuarial Society and 
Casualty Actuarial Society, age 
34, with twelve years Home Office 
experience in preparation of an- 


nual statements and policy 
forms, calculation of premium 
rates, underwriting standard 
and substandard lives, valua- 


tions and determination of com- 
mission scales, seeks position as 
Actuary and Chief Accountant. 
Now employed in New York City 
but desirous of making change. 
will consider anywhere in 
United States. Address 











Box 60, c/o THe SPECTATOR 
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Sales Help for the Life 
Underwriter 
(Concluded from page 15) 


You have read a number of objections 
and suggestive answers but from an- 
other line of business accept this slant. 

An automobile finance office caters 
to a large variety of people. Every 
conceivable excuse is advanced as to 
why the current payment now due can- 
not be paid. Yet, to every objection or 
excuse there is one answer, “I’m sorry 
but you must keep on paying just the 
same.” The one sentence answer gets 
results. 

With every answer make the sugges- 
tion that the deal be closed because it 
is the best thing to do. Confidence is 
the opposite of fear. You’re the seller, 
the other party has the need. Work 
from a common ground basis and let 
every answer bring the minds nearer 
to a point of meeting. 

Objections are like human nature— 
the real reasons behind them do not 
appear on the surface. The way to 
solve the human puzzle is by study. 
See things as they are and read the 
book of life for an understanding 
knowledge of human nature provides 
the key to unlock the door to most 
every objection. 


APPLE AND BOND LEADERS 
PICNIC 

BALTIMORE, Aug. 17.—Thirteen mem- 
bers of the agency staff qualified in the 
July quota contest held by Apple and 
Bond, Maryland representatives of the 
Travelers Insurance Company of Hart- 
ford, Conn., and as a result enjoyed 
a three-day fishing trip to Newport 
News and Old Point Comfort. 





In 1931 


Be the Outstanding 
Life Insurance Man 
in Your Community 


Our Service Will Help You 


Massachusetts Mutual 
Life Insurance Co. 


Springfield, Massachusetts 
Organised 1851 


Mere Than Two Billion Dollars 
of Insurance in Force 
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SIXTY YEARS 
OF PROGRESS 
1871 1931 


Statement for 1930 


New Assurances 
| ee $705,678,000 


Total Assurance 
in Force ..... $2,863,701,000 


Surplus and Con- 
tingency Reserve $36,532,000 


ES cicntnesind $588,733,000 


Liabilities (includ- 
ing Paid - up 
Capital Stock) ..$552,201,000 


SUN LIFE 
Assurance Company 


of Canada 


Head Office: Montreal 














Peoples Life 
Insurance Co. 


“The Friendly Company” 


Frankfort, Indiana 


$5,884,944.18 on Deposit 
with the Indiana Insurance 


Department 
$839,839.33 Surplus 
tection to Policyholders 


$50,000,000.00 Insurance in 
Force 


Pro- 


NEW STANDARD POLICIES, LOW 
RATES, DISABILITY CLAUSE, 
DOUBLE INDEMNITY PROVISION, 
MONTHLY INCOME, GUARAN- 
TEED SETTLEMENTS. 


TERRITORY OPEN IN 


INDIANA, OHIO, ILLINOIS, MICH- 
IGAN, ARKANSAS, TENNESSEE, 
TEXAS, IOWA AND CALIFORNIA. 


A few top notch contracts to In- | 
surance Producers with experi- 
ence, character and ability. Ad- 
dress the Company. 


Life Insurance 
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Friendliness and Service 


have always characterized the dealings of this Company 
with its agents and policyholders. One reason for this is that 
the men who founded the Company are still active in its 


affairs. 


For 25 years we have written preferred policies at preferred 


rates for preferred risks. 


Bankers Mutual Life Company 


Freeport, Illinois 


Over $1,800,000.00 paid 


in claims since organization 


Insurance in force 
over $34,000,000.00 




















ORGANIZED VISUAL 
SELLING KIT 


The enormous advantages of Organized Presenta- 
tions and of Visual Selling Material are no longer 
questioned. 


The Visual Selling Kit used by field men of the 
Federal Reserve Life contains, among other material, 
complete organized visual sales presentations for: 
(1) Clean-Up Fand; (2) Family Income; (3) Educa- 


tional Provision; and (4) Retirement Income. 


The proper use of such material is explained 
thoroughly at the REGIONAL AGENCY MEETINGS, 
regularly scheduled at strategic points in Ohio, Mich- 
igan, Indiana and Illinois. 


THE FEDERAL RESERVE LIFE 
INSURANCE COMPANY 


Kansas City, Kansas 


Mr. Frank M. Hayes, Vice-President-Agency Director. 
Federal Reserve Life Insurance Co., Kansas City, Kan. 


Sir: I am interested in joining a progressive Agency 
Organization and will appreciate further information about 
your Organized Visual Selling Kit, Regional Agency Meet- 
ings and other modern Agency plans. 


Sincerely, 
































The Universal Lets You 
Tell Them a New Story 


It takes something unusual these days to get 
their attention. 


Some want a low rate. The Universal pol- 
icy has that. It is a participating policy with 
a non-participating rate. 

But the big attention-getting feature of the 
Universal is this: On all limited payment and 
endowment forms we return all money de- 
posited after the first year over the whole life 
rate for death during the premium-paying 
period. 


Not only that, but we keep that excess de- 
posit segregated, pay the insured interest on 
it, and it stands as an emergency fund ready 
for instant use without interest payment if it is 
needed. 


Full details on request 


NATIONAL LIFE COMPANY 


118 11th Street, 
DES MOINES, IOWA 
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LIFE INSURANCE RESULTS FOR SIX MONTHS. (Continued from page 8) 


















Net Paid 
iy Premiums Sent | Sapmenee maid 
a. ‘ : a ‘ear Written | ‘ota | jritten ‘aic 
NAME AND LOCATION Ending | (First | Admitted Capital | Net (First Insurance 
OF COMPANY June 30| 6 Months) | Assets Paid-Up | Surplus | 6 Months) in Force 
| $ \$ $ i$ $ 

Phoenix Mutual, Hartford, Conn.. ; al : f} 1931 | *1, 528,000) *155, 703,000 u 0 36, 237,166] o 635, 454, 336 
\| 1930 u u u 0 47,614,818) o 611,984, 669 
Provident Mutual, Philadelphia, Pa........ i «<iacen ae T u u u | o 55,451,983] o 1,026,312, 956 
"J 1930 | u u u | 0 67,276,177; o 1,005,050, 154 
Reserve Loan, Indianapolis, Ind... . .. }} 1931 157,113) 11,994,793 200,000 720,537) 0 9,420,839) 0 77,101, 154 
\} 1930 | 154,480) 11,840,633 200 , 000 707 ,872) 0 8, 240,033) o 78,837,788 
San Jacinto Life, Beaumont, Texas ae ai 1931 | 88 , 654) 2,782,496 400,000 *50,000) o 5,074,332) o 26,573,666 
\} 1930 | 73,786} 2,723,004 400 , 000 *90,000) o 3,834,700) 0 22,912,646 
Seaboard Life, Houston, Texas. . . | 1931 | 206, 419} 816,087 250, 000 12,470) o 2,439,414] o 15,707,171 
\| 1930 168,377} 660,715 250, 000) 19,353] 0 2,352,059] 0 13,879,494 
Security Mutual, Lincoln, Neb. : 1931 67,051} *4,953, 000) a= *315,000) o 3,228,612] o 32,177,031 
\| 1930 66,161) *4,539,000 | *287, 000) o 3,210,261) o 29,399,923 
Security Mutual, Binghamton, N. Y. a } 1931 1,832,875) 21,049,639 ia 629,587) o 6,746,542) o 115,514,720 
1930 32,033) 20,065,579 619,721) o 9,726,015) o 118, 139,812 
1931 96,718) 1,208,260 300 , 000) 67,634) o 1,954,909) o 14,920,504 
Sentinel Life, Kansas City, Mo... .. 1930 255 , 592 1,255, 531 375, 000) 178,841) o 3,178,959) o 13,885, 673 
1931 2 is BW cecssn 5 a g 1,179, 200 
1930 sion 9 573,200) g 692, 200 
Southland Life, Dallas, Texas : ia } 1931 | u | 20,061,929 500, 000 557 ,662)| o 9,357,372) o 148,045, 946 
1930 | u | 19,054, 692) 500, 000} 462,887) o 14,384,903] o 157, 685,325 
| 1931 42,369) 1,900,000} 200 , 000) 195,000) o 1,533,908) o 16,085,690 
| 1930 57,817; 1,750,000 200, 000} 200,000) o 1,733,243) o 16, 214,033 
Supreme Liberty, Chicago, Ill. , j} 1931 | | See. 6,643,890) 7 12,033,341 
|} 1930 | | ; i 5,625,534) i 10,567,395 
1931 Ree Ag 856,200) g 921,300 
1930 Sona g 120,500) g 496 , 600 
1931 u } u u | u 0 1,107,699) o 2,784,491 
Union Co-operative, Washington, D.C... . 1930 919,851 1,559, 000 200 , 000} 283,000) o 323,981) o 1,839, 805 
1931 oan 9 20,371,000) g 104, 165, 335 
1930 3 ' g 22,293,500) g 84,154,775 
Union Mutual, Portland, Me. or 1931 1,277,183) 22,583,976 1,157,515) o 2,816,335) o 81,537,290 
1930 1,333,826) 22,673,450 | 1,445,206) o 2,966,863) 0 84,831,855 
United Benefit, Omaha, Neb....... : | 1931 428 ,084 1,480, 160 300, 000) 204,818) o 12,069, 683] o 43,018,427 
1931 251, 982 797,559 200,000 40,746) o 10,059,070) o 32,800,840 
1931 28 536 501,790 200, 000} 74,922) o 1,239,750) o 6,807,716 
United Life, Salina, Kan... astern | 1930 u u u u 0 1,316,000} o 5,798, 266 
1931 Saclriats ae ws eye fl 2,480, 300 
1930 bode | sped = eae 65,800} g 1,116,000 

















* Estimated figures. + Net premiums collected. { Of this amount $199,500 has been acquired by the company under the Mutualization Plan. § Includes additions and revivals. 
a Gross assets. g Group. iIndustrial. o Ordinary. u Unavailable. og Ordinary and Group. 








R. S. S. HUEBNER, dean of the 

American College of Life Under- 
writers, is to address a combined meet- 
ing of insurance and business men in 
San Francisco on Aug. 31. The scene 
of the address will be the San Fran- 
cisco Commercial Club which, in co- 
operation with the San Francisco Life 
Underwriters Association and the San 
Francisco Chamber of Commerce is 
sponsoring the program. More than 
1100 attended the luncheon meetings at 
which Doctor Huebner spoke last year. 





A Man Is Known by the 
Company He Keeps! 


A Company Is Known by 
the Men It Keeps! 











The Commonwealth Life Insurance Company, by its policy 


Wanted of CORDIAL CO-OPERATION with its agents is able to at- 
tract and keep the finest, most intelligent and ambitious 
Agency Director salesmen. 


Our men, because they have our full resources and experi- 
ence at their command are contented, prosperous and 
happy in their work. 


A small Mid-Western 
Life Insurance Company 
has need of an Agency 


Director. Give full par- 






































ticulars as to experience JOIN A 
and ability, and salary ex- COMPANY ComMONWEALTH Lire Ins. Co., 
pected. Lovisviire, Ky. 
YOU CAN BE 
Address Box 90 PROUD OF! 
c/o THE SPECTATOR 
iJ _- Luis 
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PHOENIX m My God! the pickets are 


ASSURANCE COMPANY, Ltd. . ot 
of LONDON coming in. 


ss Siinaaeiapeasie oe Push Your Cannon Ahead!” 


149 years of successful business operation. 








DEPENDABLE 








So cried an English officer as Alex- 
PHOENIX ander Hamilton’s men swept the 


ae INDEMNITY COMPANY streets with cannon fire at the battle 
INSURANCE s 4 a 


of Trenton . . . while Washington 
Il Soares ae — and his staff took post on high 


ground where they could get a good 
view. 

National Guaranty Life Agents are 
sweeping the states of California 


* 
eral eeident and Nevada with the cannon fire 
of “More Insurance at Less Cost.” 
National Guaranty Life Agents are 
: FIRE AND LIFE “Pushing the Cannon Ahead,” hav- 
_ ASSURANCE CORPORATION, Ltd. ing led ALL California Companies 


in production and net increase in 


FREDERICK RICHARDSON, United States Manager California life business in 1929 and 


GENERAL BUILDING - 47” 2 WALNUT STS. 1930. 
PHILADELPHIA 














This Leading Company wants Lead- 
ing Agents in California and Ne- 
vada. 


National Guaranty Life Co. 


617 S. Olive Street 
Los Angeles, California 
W. D. Dilbeck, President 


NATIONAL ASSOCIATION OF INSURANCE 
AGENTS CONVENTION 























1857 1931 


The Oldest Life Insurance Company in 
the West. Desirable territory open for 
live agents. Has an enviable record for 


liberal dealing. 


































ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 


























ONE OF 3 Oe . SEPT. 
N es pe 
HEADQUARTERS a 
HOTELS ly 
fi * ie 4% i aa 
i i) a) | ’ i ALS 
THE MODERN DEW LACG 


eoer 06: : 

Among the many improvements made by life in- 
surance companies in Agency management is the HOTEL 
present-day Convention. Instead of the old-time pro- Located 2 Blocks from Meeting Place 
grams made up of many windy speeches and papers by 
Home Office officials and General Agents, few of them 700 MODERN ROOMS WITH BATH 
having any value, we have “tell ’em how” talks and 
“show ’em how” demonstrations——meetings that teach, VERY $ $ 
uplift, inspire, enlarge the underwriter’s knowledge, SPECIAL 3 SINGLE 5 DOUBLE 
expand his salesmanship capacity, strengthen his ethics, RATES 
and aid him to reach the status of the ideal life under- LIMITED NUMBER AT $2.50 SINGLE; $4.00 DOUBLE 
writer—a life insurance counsellor. SUITES AT PROPORTIONATE RATES 

Life insurance, for all life underwriters, is a better MAIN DINING ROOM—COFFEE SHOP—CAFETERIA 


profession because of the part that the modern Con- 
vention plays. And small companies, as well as large, 
have worthily contributed to this desirable program 
progress. 


1500 CAR GARAGE IN CONNECTION—AMPLE PARKING SPACE 
SERVICE TO AND FROM ENTRANCES WITHOUT CHARGES 
WRITE, PHONE OR WIRE FOR RESERVATIONS 
CORNER OF FIFTH AND SPRING STREETS 


THe Penn Mutwuat Lire Insurance Co. LOS ANGELES 
WM. A. LAW, President 


Independence Square Philadel phia CHICAGO OFFICE - 520 No. Michigan Ave.- Suite 422 - Phone-Supertor 44/6 
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Legal Section of A. L. C. 
Announces Program 
(Concluded from page 17) 


ficiary Route to Insurance Trusts” is 
the subject of an address to be given 
by C. Petrus Peterson, general counsel, 
Bankers Life Insurance Company, Lin 
coln, Neb. 

A round table discussion will be the 
closing figure of the morning session 
of Oct. 5. It will be led by William A. 
Vinson, general counselor, Great South- 
ern Life Insurance Company, Houston, 
Tex. 

A luncheon for the legal section 
members and invited guests will be 
neid at noon. Walter F. Seay, gen- 
eral counsel, Southland Life Insurance 
Company, Dallas, Tex., will be the 
principal speaker. 

The section will resume its delibera- 
tions at 2 p. m. with an address on 
“The Effect of the Incontestable Clause 
Upon the Reinstated Policy” by James 
G. Jones, Jr., associate general counsel, 
American National Assurance Com- 
pany, St. Louis, Mo. The round table 
discussion of this talk will be presided 
over by Allen E. Erosmith, attorney, 
The Travelers Insurance Company, 
Hartford, Conn. 

“The Contractural Right of Rein- 
statement” is the subject assigned by 
W. Colquitt Carter of Bryan, Carter 
& Middlebrooks, Atlanta, Ga., discus- 
sion to be led by F. A. Sloan, counsel, 
Bank Savings Life Insurance Company 
of Topeka, Kan. 

“Review of Legislation and Depart- 
ment Action” will be given by Ralph H. 
Kastner, attorney, American Life Con- 
vention, St. Louis, Mo. 

The session on the morning of Tues- 
day, Oct. 6, will open with an address 
on: “To What Extent May Entry of 
Infectious Germs into the Human Sys- 
tem Be Deemed Accident Under the 
Double Indemnity Clause?” by William 
McKinley, general counsel, Old Colony 
Life Insurance Company, Chicago, III. 
The chairman of the round table on 
this subject will be Frank W. Mc- 
Allister, vice-president and _ general 
counsel, Kansas City Life Insurance 
Company, Kansas City, Mo. 


™ SERVICE LIF 


LINCOLN, NEBR. 


Began business in 1923. 


B. R. BAYS, 


President 
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Scranton-Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an un- 


limited production. 


Contract as good as the best, with exclusive rights. 
Confidential communication invited from those witb 
clean records and with ability to handle such an agency. 


Address. 


EXCLUSIVE, 
care of THE SPECTATOR 


PAN-AMERICAN TRAINING 
COURSE POPULAR WITH 
MANAGERS 


The new five-volume training course 
released by the Pan-American to its 
field organization in July made an in- 
stantaneous hit with field managers of 
the company, according to the public 
relations department of the Pan-Ameri- 
ean. Designed especially for training 
of new men the course, nevertheless, 
contains much material of value to 
more seasoned agents and the demand 
for the courses has already exhausted 
the first printing. 

Prepared entirely in the agency de- 
partment of the Pan-American, the new 
training booklets have been designed 
to meet difficulties experienced in build- 
ing the company’s agencies. While 
brevity has been followed throughout 
the series, the booklets provide all the 
essentials for training of beginners. 
According to Pan-American field man- 
agers, the value of the courses is ex- 
pected to be fully shown by the end 
of the current year. 





ATLANTIC LIFE GENERAL AGENT 


Appointment of C. C. Adams as gen- 
eral agent at Birmingham, Ala., has 
been announced by the Atlantic Life. 
He succeeds Roger C. Quincy, resigned. 
He was formerly general agent in Bir- 
mingham for the American Standard 
Life and previously manager of the 
Life and Casualty of Tennessee there. 


Ins. 


Co. 


Now in 15 States 


JOHN L. OESCHGER, 


Sec’y-Treas. 











BIDS FOR 1932 N. A. L. U. 


CONVENTION 

BIRMINGHAM, ALA., Aug. 17.—The 
Birmingham Association of Life Under- 
writers at its last meeting decided to 
invite the national association to hold 
its 1932 convention in Birmingham. 
Local companies offered to assist in the 
entertainment and the delegation which 
attends the Pittsburgh convention Sept. 
21 will be accompanied by representa- 
tives of the Chamber of Commerce and 
the Convention Bureau. The associa- 
tion held an open forum at its last 
meeting and members discussed a num- 
ber of sales topics. 











The First Supplement to 
The Handy Guide, 1931 


The first supplement to The Handy 
Guide to Premium Rates, Applica- 
tions and Policies, 1931 edition, has 
been issued by The Spectator Com- 
pany. This supplement contains new 
policy forms and premium rates of 
several companies, thus bringing 
The Handy Guide fully up to date. 

Copies of this supplement will be 
supplied to those subscribers to The 
Handy Guide whose names appear 
on The Spectator Company’s books, 
at 35 cents each, while the price to 
non-subscribers will be 50 cents. 
The three supplements to the 1931 
edition of The Handy Guide will be 
furnished to subscribers to that book 
for $1.00. 


Orders should be addressed to 
THE SPECTATOR COMPANY 
Division of United Business Publishers, Inc. 
243 West 39TH St., New York, N. Y. 
Chicago Boston New Orleans 























Agents Wanted 


Good opportunities in se- 
lected territory for hust- 
lers. 


Lib- 


Up-to-date policies. 
eral commissions. 


Life Insurance 











LOYALTY GROUP- 


Or a eR eC Pm a 


TRUE OPTIMISM 


True Optimism is Faith; Faith in Humanity; Faith in the Nation; Faith in its Institutions; 
, Faith in Yourself; Faith in the Present; and Faith in the Future. 














Py False Optimism is Hope based on Desire. 

Pessimism is compounded of lack of Faith in all that True Optimism is founded upon, and is acknowledg- 
=: ment of unbelief in self, too often coupled with the wish to profit through the misfortunes of others. 

5 History, that Just Judge of Humanity, reads the record and inexorably records the verdict. 

z The Verdict is, always has been, and always will be that True Optimism is justified and its results proven; 
4 that False Optimism cannot last because of its unsound foundation; and that Pessimism cannot prevail, but 
a must ever fail because of its inherent untruth and viciousness. 

. History records that the world progressed, and was in every way better and more prosperous in the year 


100 than in the year 1 A. D.; History records that the world progressed, and was in every way better and 
more prosperous in the year 1000 than in the year 100 A. D.; History records that the wor Id progressed, and 
was in every way better and more prosperous in the year 1900 than in the year 1000 A. D.; and History will 
continue to record the progress of the world. and this record will show the year 2000 in every way better and 
more prosperous than the year 1900 A. D. It is reasonable to believe, and it is wise to believe, and 
most people do believe that the year 1931 will bein every way better and more prosperous than the 
year 1930. Voice, therefore, your belief by word and act and aid it to come true in fullest measure. 

Almost two thousand years ago a wise teacher and leader of men said: 

‘Now Faith is the substance of things hoped for, the evidence of things not seen”’, 
Today Faith is as then. Today, as then, True Optimism is Faith. Thinking men must be and are True Opti- 
mists. That individuals have suffered misfortunes in the past and man) have succumbed, and that individuals 
will suffer misfortunes in the future and more will succumb, cannot be denied, but such misfortunes, however 
hard for the individuals, are after all individual misfortunes and will not, in fact cannot stay the world march 
of progress and prosperity. 

Do not be ashamed of your True Optimism, and do not be afraid to express it because you 
fear some pessimist may ridicule it and tell you that some day he will say ‘‘I told you so’’. Have 
courage and make known your True Optimism by voice and deed; make known your Faith in 
g Humanity; make known your Faith in your Nation; make known your Faith in the Future; 
make known your Faith in Yourself; and make known your Faith that the tide has turned and 
that Prosperity has its hand stretched to knock at the door, and will surely enter if we but heed 


it, instead of harkening to cowardly fear. 
NEAL seaatsnnnche President. 
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NEAL BASSETT, President 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


‘NEAL BASSETT, Chairman of Board 
HENRY M. GRATZ, President JOHN KAY, Vice-President A. H. HASSINGER, Vice-President 
WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE GIRARD FIRE AND MARINE INSURANCE COMPANY 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 


reba NEAL ‘BASSETT. ‘President _ 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President ELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


SUPERIOR FIRE INSURANCE COMPANY 


~~ NEAL BASSETT, Chairman of Board 
W. E. WOLLAEGER, Cotes JOHN KAY, Vice-President A. H. HASSINGER, Vice-President 
ELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 


bee ets me tee a NEAL BASSETT, Vice-President 
. A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE CAPITAL FIRE INSURANCE COMPANY 


CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 


UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 


NEAL BASSETT, Chairman of Board 
CHAS. H. YUNKER, President JOHN KAY, Vice-President H. HASSINGER, Vice-President 
WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Prestdcas 


MILWAUKEE M MECHAMECS’ INSURANCE COMPANY 


——— —____—__,— 





























J. SCOFIELD ROWE, President H. S. LANDERS. Vice-Pres. & Gen'!l Counsel S. WM. BURTON, Vice-Pres. J. C. HEYER, Vice-Bres. 
EARL R. HUNT, Vice-Pres. s. URE, Vice-Pres. JOHN KAY, Vice-Pres. A. H. HASSINGER, Vice-Pres. WELLS T. BASSETT, Vice-Pres 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


NEAL AL BASSETT, ae of Boa 











C. W FEIGENSPAN. President H. S. LANDERS, Vice-Pres. & Gon’ Con W. VAN WINKLE, Vieo-Prestions E. C. FEIGENSPAN, Vice-President 
JOHN KAY, Vice-President t ASSINGER, Vice- b Set Pha ELLS T. BASSETT, Vice-President 
COMMERCIAL CASUALTY INSURANCE COMPANY 
WESTERN DEPARTMENT EASTERN DEPARTMENT PACIFIC DEPARTMENT 
844 Rush Street, Chicago, Il. 10 Park Place San Franci California 
H. A. CLARK, Manager Newark, New Jersey pa er8e8, 
Ass’t M ere 
= te CANADIAN DEPARTMENT. |W. W.41E G FOTTER, Mame 
, JAMES SMITH FRED, W. SULLIVAN MASSIE & RENWICK, Ltd.; Managers JOHN R. COONEY CHAS. H. GATCHEL 
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FIRE AND MARINE INSURANCE 








Five Year Underwrit- 
ing in Kentucky 





G. B. Caywood’s Statistics Show 
Many Interesting Facts to 
Fire Insurers 


LOUISVILLE, Ky., Aug. 17.—Figures 
taken from a compilation of fire under- 
writing records of the Department of 
Fire Prevention and Rates, Frankfort, 
Ky., as compiled by George B. Cay- 
wood, statistician, and covering the 
period of 1926-1930 inclusive, contain a 
great deal of interest to the under- 
writer. 

In the grand total of all business 
written, with premiums and losses, a 
loss ratio of but 53.42 per cent is 
shown. Experiences in some classes 
have been quite bad it is true. Cereal 
and flour mills show a loss ratio of 
176.57 per cent; lumber yards with a 
56.56 loss ratio are better than gen- 
erally supposed; and the same is true 
of tobacco in barns at 52.53 per cent; 
but sprinklered risks showed a heavy 
loss increase in 1930, and for the fire 
year period a ratio of 76.56 per cent. 
Grain elevators and warehouses are 
rather high at 62.91 per cent; wood- 
working plants, 84.44 per cent; mining 
risks, 71.88 per cent; farm properties, 
70.88 per cent; seasonal cottages, 69.26 
per cent; while protected frame dwell- 
ings show 53.53 per cent; as against 
81.11 per cent for unprotected frame 
dwellings. 

Mercantile risks show up very well. 
Protected mercantile buildings, brick, 
41.98 per cent; protected frame mer- 
cantile buildings, 27.62; unprotected 
mercantile buildings, frame and brick, 
58.48; mercantile stocks, brick, pro- 
tected, 47.45; frame protected, 41.72; 
mercantile brick and frame, unpro- 
tected, 56.67; and mercantile contents, 
fireproof, 39.60. 


BETTER THAN MARCH OF LAST 
YEAR 

Manager Benj. F. Mowry of the 
Central Bureau announces fire com- 
panies’ reports for March, 1931, show 
unpaid items of 9180, with aggregate 
earned premiums of $36,614, a decrease 
of 80 in the number of items and of 
$846 in earned premiums as compared 
with the figures for March, 1930. 
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FIFTY YEARS WITH THE 
FIREMAN’S FUND 


Cuicago, Itu., Aug. 17.—The 
unique distinction of being the 
only employee of the Fireman’s 


Fund Insurance Company to 
serve it continuously for fifty 
years was achieved here last 


week by George K. Trask, office 
manager in the western depart- 
ment. In commemoration of the 
event a dinner was given in his 
honor at the Union League Club 
by Manager S. M. Buck and other 


executives. Several of the older 
employees attended. 
Mr. Trask started with the 


company in 1881 as office boy and 
has headed every department in 
the Chicago office, and for some 
years has been office manager. 











DEATH OF H. R, CHAMBERS 

Hilary R. Chambers, vice-president 
of the National Fire & Marine Insur- 
ance Company, of New Jersey, died 
Tuesday afternoon of a heart attack at 


the company’s New York office. He 
was 68 years old. 
Mr. Chambers was born in New 


York, the son of Talbot Wilson and 
Louisa Frelinghuysen Chambers. His 
ancestors on both sides were of Colonial 
stock and were prominent in the Revo- 
lution. He studied at Columbia Uni- 
versity, leaving college before gradua- 
tion to enter business. 

From 1886 to 1890 he was the statis- 
tician of the New York Mercantile Ex- 
change. In that time he wrote the 
“Mercantile Telegraph Code” and the 
handbook of the exchange; he became 
associated with many companies. He 
was vice-president and director of the 
National Fire and Marine Insurance 
Company, the Stuyvesant Insurance 
Company and the Golden Hill Building 
Company, and president and director 
of the Clean Lake Ice Company, of 
Mahopac, N. Y., and the Garfield 
Smelting Company. His other director- 
ships were in the Hamilton Fire Insur- 
ance Company, the Globe and Rutgers 
Insurance Company and the Insurance 
Company of the State of Pennsylvania. 
He married Maria Schenck Jameson, 
who with two sons, H. R. Jameson, Jr., 
and Edwin J. Jameson, all of New 
York, survive. 


Dallas Part Timers May 
Be Eliminated 





New Insurance Law in Texas 
Will Make It More Difficult 


to Secure License 


It is announced that the State Board 
of Insurance Commissioners of Texas 
is making a determined effort to do 
away as far as possible with the large 
number of persons in Dallas who are 
licensed as fire insurance agents but 
who in reality handle business which 
the licensee controls only through own- 
ership, mortgage or sale. The number 
of such so-called agents in Dallas is said 
to be unusually large. Under the old 
licensing law the State Board had littie 
discretion in granting licenses. Prac- 
tically the only requirement was that 
the applicant be of good moral char- 
acter. The new insurance law provides 
that the Board of Insurance Commis- 
sioners may cancel any license after a 
hearing following ten days’ notice, and 
it is given the power to require the an- 
swering under oath of any question it 
may put in its investigations or hear- 
ings. The new licensing law becomes 
effective this week. It is stated that 
the State Board has a list of all Dallas 
firms and individuals writing fire in- 
surance which will be checked up by its 
representative and it is expected that 
as a result many who carry on an in- 
surance business simply as a side line 
will be eliminated. 


J. C. MYERS JOINS CAMDEN FIRE 

John F. Gillims, vice-president of the 
Camden Fire Insurance Company, 
Camden, N. J., announces that John 
C. Myers will join the Camden at the 
home office as loss department man- 
ager Sept. 1. Mr. Myers was born 
in Michigan, educated in that State, 
graduated from Detroit College of Law 
in 1913. He was admitted to practice 
in State and Federal Courts the same 
year. After being associated with 
Judge Thomas M. Cotter, attorney for 
a number of insurance companies, he 
became staff adjuster at Detroit for 
the Home Insurance Company in 1920. 
In 1926 he formed the General Adjust- 
ing Company with offices in Detroit, 
Pontiac and Flint, later opening an 
office in Windsor, Ontario. 
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Marine Insurance Hit 
by Depression 





United States Shipping Board 
Figures Show 1930 Business 
Affected by Conditions 


WASHINGTON, D. C., Aug. 18.— 
Effects of the world depression upon 
marine insurance are graphically re- 
flected in figures just compiled by the 
bureau of finance of the United States 
Shipping Board following its annual 
survey of marine insurance written in 
the United States. 

Depression cost the marine insurance 
industry $10,000,000 in 1930, it is 
shown, total premiums collected by the 
64 American and 33 admitted foreign 
companies reporting, representing prac- 
tically all companies writing ocean ma- 
rine insurance in this country, aggre- 
gating $50,740,000 compared with 
$60,442,000 in 1929. 

The American companies, the bureau 
reported, collected $60,069,000 against 
$67,256,000 the preceding year, from 
which must be deducted reinsurance of 
$19,754,000 last year and $21,477,000 
in 1929, leaving total net premiums of 
$40,315,000 against $45,779,000. The 
foreign companies collected $25,300,000 
against $30,537,000 in 1929, reinsur. 
ance being $14,874,000 against $15,- 
874,000, leaving net premiums of $10,- 
425,000 against $14,663,000. 


Hull Premiums Increased 


Cargo premiums declined but hull 


premiums increased, the figures dis- 


close. American companies showed net 
collections on cargo of $20,908,000 
against $27,132,000 in 1929 and on 


hulls, $19,407,000 against $18,647,000, 
while foreign companies collected $7,- 
388,000 on cargoes against $11,087,000 
and $3,037,000 on hulls against $3,576,- 
000, the total premiums on cargoes be- 
ing $28,296,000 against $38,219,000 and 
on hulls $22,444,000 against $22,223,- 
000. 

The American companies reported 
approximately $11,000,000 of the total 
hull insurance premiums expended as 
reinsurance, and $16,500,000 of the 
cargo premiums. It is shown, however. 
that the amount sent abroad for rein- 
surance last year by American com- 
panies was only 10 per cent, as com- 
pared with 12 per cent in 1929, but this 
amount represented only about one- 
sixth of all reinsurance by American 
companies, the total of $27,500,000 of 
reinsurance premiums being divided, 
$4,400,000 to foreign non-admitted 
companies, $9,400,000 to foreign ad- 
mitted companies and $13,800,000 to 
American companies. 

Reports from the American com- 
panies, it is explained, indicated a total 
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of $60,069,000 in premiums. As this 
sum included all premiums received by 
each company, the reinsurance as be- 
tween these companies was duplicated. 
Accordingly, the amount of “American- 
to-American” reinsurance premiums 
($13,663,000) is deducted, indicating a 
total premium in American companies 
of $46,406,000. From this amount there 
is a further deduction of premiums re- 
ceived by way of reinsurance from for- 
eign admitted companies, $6,091,000, 
leaving a total “original” premium of 
$40,315,000. 


Foreign Admitted Companies 

On the other hand, foreign admitted 
companies reported a total premium of 
$25,300,000 from which is deducted the 
duplicated “foreign-to-foreign”  rein- 
surance of $5,393,000, indicating a to- 
tal premium for the companies of $19,- 
907,000. From this figure there is a 
further deduction of $9,482,000, rep- 
resenting reinsurance received from 
American companies, leaving a _ total 
“original” premium of $10,425,000. 

The American marine insurance syn- 
dicates received a net of $6,809,318 for 
ocean hull premiums and $1,249,603 for 
lake hull premiums, a total of approxi- 
mately $7,100,000. 





JOINS TNA LIFE AS GENERAL 
AGENT 


The A2tna Life Insurance Company 
has announced the appointment of 
Howard W. Clegg as new general 
agent for the Atna Life in Vancouver. 
He succeeds Gordon H. Bell, previous 
general agent, who has resigned. He 
took up his new duties Aug. 1. 





J. H. THORNTON, SPECIAL AGENT 


Charles C. Hannah, manager, East- 
ern department, Firemen’s Fund Insur- 
ance Company, Boston, announces the 
appointment of J. H. Thornton as spe- 
cial agent for the suburban field of 
New York, which he will supervise 
under the direction of the company’s 
New York metropolitan division, lo- 
cated at 116 John Street, New York 
City. 

Mr. Thornton began his insurance 
career with the rating department of 
the Southeastern Underwriters’ Asso- 
ciation, later becoming special agent in 
southern territory for the Northern 
Assurance Company. For the past five 
years he was with the suburban divi- 
sion of the New York Fire Insurance 
Rating Organization. 





SAFETY CODE FOR ELEVATORS 


A copy has been received of the 
“American Standard Safety Code for 
Elevators, Dumbwaiters and Escala- 
tors,” second revision, which was ap- 
proved by the American Standards 
Association last month. It gives the 
rules for construction, inspection, main- 
tenance and operation. The code serves 
as the basis for State and local ordi- 
nances and is also widely used by 
manufacturers, builders, architects and 
engineers. ‘The index alone embraces 
over 30 pages. 





Anthony Lo Forte, New York City, 
has been appointed metropolitan agent 
for the Columbia Fire Insurance Co., 
of Dayten, to succeed the Herbert 
Powell Agency. 











New Jersey 


AROLD G. HOFFMAN, State 

commissioner of motor vehicles, 
has issued an explanatery statement 
relative to accident reports. He states 
that, contrary to an opinion held by 
many motorists, reports of accidents 
which they must make to the State 
motor vehicle department are in no 
sense “confessions.” 

The law on that point is very specific 
and if all motorists were familiar with 
its provisions more accurate and com- 
plete reports undoubtedly would be 
forthcoming. He adds that the motor- 
ist need not fear that the report he 
makes will be, in itself, incriminating 
as to any subsequent court proceedings, 
civil or criminal. It is expressly stated 
in the law that data, concerning any 
mishap, is not open to public inspection, 
being strictly a matter between the 
motorist and the department. 

7 - 7. 
HERE is a close alliance between 
the fire insurance business and 
building and loan associations. Daily 


News and Comment 


transactions give evidence of this. At 
the centennial convention of the United 
States Building and Loan Associations, 
held in Philadelphia from Aug. 10 to 
14, it was fitting that the sessions cul- 
minated in the dedication of a memorial 
tablet to be placed, as near as possible, 
in the exact spot where the idea had its 
birth in the county. This was at a 
little town called Frankford (now 
politically a part of Philadelphia) 
where, on Jan. 3, 1831, some thirty-five 
representative townspeople adopted a 
constitution for an association to be 
known “by the name, style and title of 
tke Oxford Provident Building Associ- 
ation of Philadelphia County.” 

In its annual report, the Department 
of Banking and Insurance of New Jer- 
sey shows that there are 1562 char- 
tered building and loan associations in 
the State with combined assets of 
$1,211,941,913. 

New Jersey stands third in order of 
financial strength with Pennsylvania 
first and Ohio second. 
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Annual Convention of 
N.A.1. A. 


Excellent Program Arranged for 
Thirty-sixth Session at Los 
Angeles Next Month 





The tentative program for the thirty- 
sixth annual convention of the Na- 
tional Association of Insurance Agents 
indicates that the event will be one of 
the most important in the history of 
the organization. The convention will 
be held Sept. 22, 23, 24 and 25 at the 
Los Angeles Biltmore, Los Angeles, Cal. 

The sessions will be begun Monday 
morning, Sept. 21, with a meeting of 
the national executive committee which 
will continue throughout the day. The 
program for Tuesday includes the Na- 
tional Council meeting and the report 
of the finance committee. The annual 
get-together dinner will be held that 
evening and the speakers will include: 
President Percy H. Goodwin, San 
Diego, Cal., presiding. Ernest Palmer, 
manager and general counsel, Chicago 
Board of Underwriters, toastmaster; 
Hon. James Rolph, Jr., governor of 
California; Eugene Battles, Los An- 
geles, president, California Association 
of Insurance Agents; W. B. Calhoun, 
Milwaukee, chairman National Execu- 
tive Committee. 

The annual address and report of 
President Goodwin will be delivered 
Wednesday morning. Walter H. Ben- 
nett, secretary-counsel of the associa- 
tion, will deliver an address on the 
convention theme, “Insurance Organ- 
izations and Their Public Service.” 
Other addresses will be delivered by 





Percy H. Goodwin 
President 
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James A. Beha 


Wilfred Kurth, New York, president, 
Home Insurance Company of New 
York Group; James A. Beha, New 
York, general manager, National Bu- 
reau of Casualty & Surety Underwrit- 
ers, and James L. Case, Norwich, 
Conn., first president of the National 
Association. There will be a report 
of the Special Committee on Compensa- 
tion Insurance, W. E. Harrington, At- 
lanta, chairman, past president Na- 
tional Association. 

Group luncheon conferences will be 
held on “Agency Management and 
Developing Business out of Depress- 
ion,” continuing throughout the after- 
noon. 


Breakfast Conferences 


Prior to the opening of the conven- 
tion session, Thursday morning three 
breakfast conferences on local board 
organization and development will be 
held, convening at 8 a. m., and closing 
at 9.30. Speakers at Thursday’s morn- 
ing session included J. K. Shepherd, 
Little Rock, Ark.; Hon. Charles D. 
Livingston, insurance commissioner of 
Michigan, who will speak on ‘“Com- 
panies, Agents and Organizations”; 
Frank L. Gardner, Poughkeepsie, N. Y., 
past president, National Association; 
Carl B. White, Seattle, National Coun- 
cillor for Washington; J. W. Rose, 
Buffalo, N. Y., member National Ex- 
ecutive Committee; Harry R. Man- 
chester, Cleveland; Clarence T. Hub- 
bard, Hartford, assistant secretary, 
Automobile Insurance Company; J. B. 
Hillers, Hastings, president, Nebraska 
Association; Atwood L. Jenkins, Rich- 
mond, National Councillor for Indiana. 

Reports of standing committees will 
be heard Thursday afternoon. An ad- 
dress, “Chattering Gardeners—The 
Cardinal Virtues of Business, Hard 
Work, Service, Integrity, Fair Dealing 
and Honorable Competition, Hold More 
Strongly Than Ever in Times of De- 
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pression,” will be made by Orra E. 
Monnette, Los Angeles, vice-chairman 
of the board, Bank of America Na- 
tional Trust and Savings Association. 
Other speakers will be J. K. Pratt, 
Eugene, president Oregon Insurance 
Agents Union; Cyrus K. Drew, San 
Francisco, editor the Western Under- 
writer; Albert Dodge, Buffalo, National 
Councillor for New York; Harvey 
Nelson, Jersey City, president, New 
Jersey Association. General open dis- 
cussion will follow. 

The past presidents dinner will be 
held that evening. 

The fourth convention session Friday 
forenoon, will be opened with an ad- 
dress by H. V. Ufer, western super- 
intendent, Underwriters Laboratories, 
including a motion picture display of 
work conducted by the Underwriters 
Laboratories. 

Discussions: 

(a) How to Conserve State Associ- 
ation Membership; How to Increase It. 

(b) Membership Responsibility 
Pledge. 

The report of the committee on re- 
solutions and on nominations will be 
made, followed by the election of of- 
ficers. The presentation of awards also 
will be made. 


LUNCHEON FOR C. W. ELWELL 


Clinton W. Elwell, who has been gen- 
eral agent, Eastern department, Fire- 
man’s Fund Insurance Company, Bos- 
ton, was tendered a farewell luncheon 
recently by Manager Charles C. Han- 
nah. Mr. Elwell leaves the position of 
general agent which he has held with 
the Fireman’s Fund for several years, 
to accept the post of manager of the 
Boston branch of the General Adjust- 
ment Bureau. 





Walter H. Bennett 
Secretary-Counsel 


Fire Insurance 








32 


an Insurance Agent ? 








ho hothers about 


AMDEN does! For Camden knows that you are 

more than an agent—that you are counselor and 
insurance authority to a list of men of affairs—that 
your business is permanent, and personal. 


With this in mind, the advertising that Camden sends 
to your prospects is your advertising. It whispers the 
name of Camden and shouts the advantages of com- 
plete coverage and your competency to write it. 


This is your advertising—and the fact that Camden, 
using your list of prospects, creates, imprints, sched- 
ules and mails it is only a matter of service to you. 


Increase your new business coverages. Let the com- 
plete and generous Inland Marine and Automobile 
policies of Camden show you the way to new profits, 
new friends. Ninety consecutive years of cooperation 
and fair dealing are behind you when you toe the 
mark with Camden. 


Write today for the Camden portfolio of advertising. 
Study it carefully. Then, with no obligation whatever, 
decide for yourself. 


The Ninetieth Anniversary of an Agency Company 
Known for its Co-operation and Fair Dealing 





A:D-1841 


CAMDEN FIRE 


INSURANCE ASSOCIATION 


Camden, N.J. 








EUREKA-SECURITY 
FIRE and MARINE 
Insurance Company 


22 Garfield Place, Cincinnati, O. 


CAPITAL $1,000,000 
oe 


Established 1864 
> 


AN OLD COMPANY WITH 
AN EXCELLENT RECORD 


oe 


STATE AGENTS 


New Jersey New York Pennsylvania 
John A. Lanes Ceerge H. Reuter Geerge A. Reynolds 
9 Cliinten &. P. O. Bex 299 901 Celumbia Bidg. 
Newark, N. J. Syracuse, N. Y. Pittsburgh, Pa. 








No Depression for This Man 


He sells something that 
everybody needs—the protec- 
tion afforded by United Life 
policies which contain 
IN ONE CONTRACT: 


LIFE INSURANCE WITH 
DOUBLE AND TRIPLE IN- 
DEMNITY FOR ACCIDEN: 
TAL DEATH. 


NON - CANCBLLABLB, 
NON-PRORATABLE WEEK- 
LY ACCIDENT INDEMNITY. 


WAIVER OF PREMIUMS 
AND MONTHLY INCOME 
FOR TOTAL AND PERMA- 
NENT DISABILITY. 


In addition to attractive 
policy contracts in the form 
of ordinary life, limited pay- 
ment life, endowments, month- 
ly income, educational endow- 
ments, and juvenile insurance 
he offers 


THE INCOME INDEMNITY 
CONTRACT — THE NEVER 
FAILING SUBSTITUTE FOR 
THE SALARY CHHCK. 


His advice to ambitious 
agents is this: Get in touch 
immediately with 





United Life and Accident Insurance 
Company 








Home Office: United Life Building 
CONCORD, NEW HAMPSHIRE 
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Fire Insurance Com- 
panies and Real Estate 





Kentucky’s Attorney Genera! 
Explains the Situation in 
That State 


FRANKFORT, Ky., Aug. 18.—Insur- 
ance Commissioner Bush W. Allin 
stated this week in a letter to Attorney- 
General J. W. Cammack that his de- 
partment had just completed an exami- 
nation of an assessment fire insurance 
company which had an appraisal of its 
home office building, fixing its value at 
more than 250 per cent of its original 
cost. He asks the opinion of Attorney- 
General Cammack as to whether or not 
there is any limitation as to the pro- 
portion of the assets of an assessment 
fire insurance company than can be 
invested in real estate. 

In reply Attorney-General Cammack 
says: 

“We wish to direct your attention to 
Section 192 of the present Constitution 
of Kentucky, which section is as fol- 
lows: 

““No corporation shall engage in 
business other than that expressly au- 
thorized by its charter, or the law under 
which it may have been or hereafter 
may be organized, nor shall it hold any 
real estate, except such as may be prop- 
er and necessary for carrying on its 
legitimate business, for a longer period 
than five years, under penalty of es- 
cheat.’ 

“You will observe from the under- 
scored part of this section that no cor- 
poration shall hold any real estate ex- 
cept such as may be proper and neces- 
sary for carrying on its legitimate 
business. Any real estate acquired in 
excess of this amount may be held by 
a corporation not to exceed five years. 
In the event that it is held longer than 
five years, it will escheat to the Com- 
monwealth. No limitation has been 
placed upon the value of the real es- 
tate held by such company so long as 
the company holds no more real estate 
than is necessary for the legitimate 
transaction of its business. We con- 
strue that the price of real estate nec- 
essary for the transaction of the cor- 
poration’s business to be a part of the 
legitimate expense of procuring insur- 
ance and transacting insurance busi- 
ness. 

“Section 710 of the Kentucky Stat- 
utes has no reference whatever to real 
estate, but provides that the reserve 
fund or any portion of same may be in- 
vested in such securities as fire insur- 
ance corporations are now permitted by 
law to invést in.” 
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R. L. BRANDEGEE JOINS C. E. 
MITCHELL & CO., INC. 





Robert L. Brandegee 


Robert L. Brandegee, who since 1925 
has been associated with the Hartford 
Accident & Indemnity Company, Hart- 
ford, in Newark and New York, has 
become associated with Charles E. 
Mitchell & Co., Inc., brokers, at 80 
Maiden Lane, York Cicy. Mr. 
Brandegee joined the Hartford Accident 
& Indemnity Company in Hartford nine 
years ago, following his graduation 
from Williams College. He has con- 
tributed articles to THE SPECTATOR. 


New 


R. G. McCULLOUGH RETIRES 


Cuicaco, ILu., Aug. 17.—Retirement 
of R. G. McCullough from active ser- 
vice in the Western Office of the Fire- 
man’s Fund has been announced by 
Manager S. M. Buck. He now is super- 
intendent of the loss department and 
due to his long term of service suitable 
provision has been made under the 
company’s retirement plan. The re- 
tirement becomes effective Sept. 1. Mr. 
McCullough became Indiana _ State 
agent twenty years ago and later was 
brought to the western office as super- 
intendent of the loss department. He 
has not yet decided definitely whether 
he will return to his old home in Bel- 
fast, Ireland, or remain here. 

Several changes are necessitated by 
the retirement. William H. Gartside, 
second assistant manager, who pre- 
viously headed the improved risk de- 
partment, assumes charge of the loss 
department, Milton F. Daniels, who 
for several years was engineer in the 
department becomes superintendent of 
the improved risk department. Walter 
Skow, previously an underwriter in the 
improved risk department will be 
promoted to assistant - superintendent 
of that department. 
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The Louisiana Rate 
Situation 





J. H. Doyle Advises Companies 
to Dismiss Appeal Because 
of Expense 


Attorneys for the fire companies 
which appealed from the decision of 
the Louisiana Insurance Commission 
refusing a request for an advance in 
rates on certain unprofitable classes of 
business have been advised by J. H. 
Doyle, general counsel of the National 
Board of Fire Underwriters, to dismiss 
the appeals. This action was taken on 
receipt of a telegram from Philip S. 
Gidiare and his associate attorneys in- 
forming Mr. Doyle that the Insurance 
Commission had made a formal demand 
that the Louisiana Rating & Fire Pre- 
vention Bureau, representing the com- 
panies, pay the commission $10,000 for 
legal expenses before noon last Mon- 
day. The Louisiana attorneys asked 
that provision be made for paying the 
amount demanded or that the appeal 
be dismissed. While the commission 
has not intimated that it purposed put- 
ting the companies to any unnecessary 
expense, its request for $10,000 as a 
starter and its declination to name any 
limit to the amount it might require 
in the future made it appear probable 
that the expense would be heavy, which 
was what Mr. Doyle had feared might 
develop. The Louisiana law creating 
the Insurance Commission and giving 
it power over fire and tornado rates 
was enacted in 1926. Any five-year ex- 
perience available up to this time in- 
cludes some experience before the law 
became effective. Prior to the enact- 
ment of this law the anti-trust law had 
prevented the companies from agreeing 
upon rates. 

The abandoning of the appeal may re- 
sult in many companies restricting 
their business in certain sections of the 
State where the underwriting loss 
experience under the present rates has 
been so great that they could not con- 
tinue such underwriting except at a 
considerable loss. 


NEWS INDEED 


FRANKFORT, Ky., Aug. 17.—The old 
advice to the cub reporters that a dog 
biting a man is not news but when a 
man bites a dog is news, applies to a 
happening this week in Elizabethtown, 
Ky. A tourist parked his automobile 
in front of a restaurant and it caught 
fire. Instead of summoning the fire 
department to put out the blaze the 
owner of the car drove the blazing car 
to the fire department where everything 
was in readiness to put out the fire. 
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we 


You want “productive” ideas and 
selling helps—premium getters. 
We have them; our agents are 
using them. Just read what one 
Citizens agent says: 


“It is by far the most useful 
one | have seen—is most 
creditable to the company 
which issues it, and another 
evidence of their spirit Of 
splendid codperation with the 
producing end of their organ- 
ization.” 


If you wish to link up with a fire 
insurance company that helps you 
with the “producing end,” get in 
touch with our Executive Office at 


Hartford. 


CITIZENS 
INSURANCE 
COMPANY 
OF NEW JERSEY 





EXECUTIVE OFFICE 
HARTFORD, CONN. 





Bathe 
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News of San Francisco and the Coast 


ERTIFICATES of authority to op- 
C erate in Wisconsin have been re- 
ceived by the Associated Indemnity 
Corporation and the Associated Fire 
& Marine of San Francisco. Recently 
the Associated Indemnity closed a deal 
with the Union Automobile Insurance 
Company of Los Angeles to reinsure its 
business and take over its agencies in 
that, as well as several other States. 

Following the announcement that 
the Union Automobile had passed into 
the hands of San Francisco and Ne- 
vada interests, headed by John G. 
Johnston, the company also announced 
its retirement from every State except 
California and Oregon. The transfer 
of control, it is reported, is still await- 


of San Francisco is in Chicago attend- 
ing to the final details of merging the 
Chicago Fire & Marine with the Asso- 
ciated Fire & Marine Insurance Com- 
pany. 

* * * 

ACIFIC Coast territory of the 
Pienes Surety is to be divided, 
according to information in San Fran- 
cisco where J. R. Molony has been 
Pacific Coast vice-president. A new 
arrangement with Mr. Molony, it is 
reported, will be announced by the 
company this week. The territory is 
to be divided into smaller units, ac- 
cording to these reports. 


* * * 
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The Oakland group, if the invitation 
is accepted next month in Pittsburgh, 
will act as associate hosts with San 
Francisco. 

The San Francisco Life Under- 
writers Association has launched a 
campaign to double its own member- 
ship on Aug. 31, when the committee 
will visit all offices in the city to gather 
up the applications which are now 
being distributed together with an 
elaborate direct: by mail campaign to 
every life underwriter in the city. This 
work is under the direction of James 
Hamill, of the Equitable of New York 
and a vice-president of the association. 


7 * * 
L. LAW has been appointed gen- 


eral agent for the Provident Life 
& Accident at Oakland, Cal. He will 





AKLAND, CAL., life underwriters 
QO through their local association are 
joining with San Francisco in extend- 
ing an invitation to the National As- 
sociation of Life Underwriters to hold 
the 1932 convention in San Francisco. 


ing approval of the California State 
Corporation Commissioner. 


C. 


have charge of two counties. G. D. 
Thomas, western supervisor for the 
company expects to announce a genera! 
agent for the company in San Fran- 
cisco in the immediate future. 


* * * 


W. FELLOWS, president of the 
Associated Insurance Companies 


























Year | Total | Net Premiums Net Losses 
NAME AND LOCATION OF COMPANY Ending | Admitted Surplus to | Written Paid 
June 30 Assets Policyholders* (First 6 months) | (First 6 months) 
| $ z | $ 
American Alliance Ins. Co., New York 1931 9, 168, 550) 7, 241,026 735,388 411,514 
| 1930 10, 161,356 7, 898 , 524) 832,472 423,352 
American General Ins. Co., Houston. .. 7a 1931 1,044,903 721,881 230,555 61,558 
\ 1930 1,057 ,062 765, 204) 44,679 
American Merchant Marine Ins. Co., New York inden a) ae 2,021,905 1,009, 309} 176, 969 
| | 1930 1,780, 658) 1,365, 169 6, 893 
Central Fire Ins. Co., Baltimore 1931 3,854, 142 2,275, 447 248,780 
| 1930 4,385,446 2,596, 905) 246, 184 
County Fire Ins. Co. of Philadelphia, Philadelphia {| 1931 2, 299, 205 1,702,615) 120,110 
} 1930 2,487,814 1,899,869) 102, 286 
Employers Fire Ins. Co., Boston f} 1931 4,503, 693 1,884,745 673,317 
| 1930 4,797,397 2,059, 672 683,776 
Equitable Fire Ins. Co., Charleston. .. - 1931 1,091,677 872,781 64, 680 
) | 1930 1, 173, 636 889, 67,019 
Equity Fire Ins. Co., Kansas City | 1931 983 , 296 852,938 10,392 
\ 1930 964, 465 789, 656: 39,391 
Export Ins. Co., New York 1931 | 3, 139,940 2,976, 168 78,817 
1930 | 3,899, 967 3,320, 172 188 ,088 
Federal Union Ins. Co., New York 1931 | 2,400, 837 1,539,737 197,318 
1930 2,394, 992 1,528,362 166, 696 
Firemans Fund Ins. Co., San Francisco wf | 1931 36, 773,055 19, 303, 229 4,778,606 
1930 | 39,593,968 19,719,691 5, 137,422 
Great American Ins. Co., New York.. 1931 53,616, 383 31,648,389 4,780, 160 
| 1930 | 61,387,447 36, 522,390; 5, 169,736 
Home, Fire & Marine Ins. Co., San Francisco. . . . f} 1931 | 5,990,899 2, 953 ,837 764,478 
| 1930 | 6, 663, 553} 3,191,930 736,809 
Liverpool, London & Globe Ins. Co., Ltd., New York, .. 1931 18, 987, 644) 6,092,771 2,849,362 
1930 | 19, 873, 409) 5,916, 210 2,761,950 
Majestic Fire Ins. Co., New York ..f | 1931 506, 992) 412,590 23, 622 
t 1930 832, 157 584,654 8,440 
Mass. Fire & Marine Ins. Co., Boston t | 1931 2, 603,392 2, 128,738 88,769 
{| 1930 | 2,950, 501 2,363,438 75,725 
New Zealand Ins. Co., San Francisco | 1931 | 1,733, 153 1,151,655 113,518 
| 1930 | 1,718,990) 1, 100,330 119, 934 
Norwich Union Fire Ins. Soc., Ltd., New York .f | 19381 | 7,082,372) 2, 687, 108 891,112 
| 1930 7,637,307 3,059, 249 887,573 
Northwestern Fire & Marine Ins. Co., Minn. soocaf | Me | 3,030, 770 1,803, 989 161,429 
|| 1930 | 3,228,775 1,827, 798 148,780 
Pacific American Fire Ins. Co., Los Angeles j 1931 5, 289, 836 4,420,434 55,063 
| 1930 5,015,502 4,498,931 25,627 
Providence-Washington Ins. Co., Providence, , ..f | 1981 17, 154,508 10, 760, 975 1,739, 662 
| | 1930 | 21,964,716 15, 138 ,395 1,746,632 
Public Fire Ins. Co., Newark ' 1931 | 6, 608, 520 2,319,257 1,460, 292 
}| 1930 | 7,992,523 2,511,580) 1,570,477 
Rocky Mountain Fire Ins. Co., Great Falls. . | 1931 698 , 406 591,815 17, 
| 1930 710,675 590, 13,479 
Star Ins. Co. of America, New York.. | 1931 | 5, 208,846 2,806,114 935 
{| 1930 | 5,327, 162 2,816, 734 513,511 
Twin City Fire Ins. Co., Minneapolis.. ..) | 1981 | 1,430, 222 1,018,825 58,349 
{| 1930 | 1,546, 231 1,022,615 68,892 
United States Fire Ins. Co., New York. .) | 1931 30, 109, 254 14,883,340 3,873,446 
| | 1930 | 37,523, 986) 20, 129, 086 4,140, 612 
West American Commercial Ins. Co., Los Angeles. .. cue) Sa 1,301, 109 506, 040) 148,518 
; || 1930 1,721,758 441, 305 214, 638 
Western National Fire Insurance Co., San Antonio 1931 617,754 284 , 238} 33,963 
{| 1930 279; 914) 185, 108 26,738 
Yang Tsze Ins. Assn., Ltd., New York... ; ..[ | 1981 1, 186, 133} 968,731 , 
\ | 1930 1, 180, 859 908, 594 101, 210 








*Includes Capital. 
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GOLFERS— 


in beginning the season resolve to keep 
in mind certain fundamentals (the head 
down, the eyes on the ball, a straight 
left arm, a follow through, etc.) to im- 
prove their game. They should also 
resolve to be properly insured through 
the “Golfers Policy” of the Southern 
Surety Company of New York. @ With 
the ever increasing number of people 
playing golf--the hazards of the game 
are becoming more prevalent. So--there 
is a steadily growing need for the com- 
plete protection afforded by a “Golfers 
Policy in the Southern Surety Company 
of New York.” 














THE 
“GOLFERS POLICY” 
COVERS 
Liability Personal Accident 
$10,000.00 — $25,000.00 $10,000.00 
Fire, Theft and Property Damage 
Transportation $1,000.00 
$200.00 
Three-Year 
Annual Premium Premium 
$10.00 $25.00 


The season is young —sell it now! 


SURETY COMPANY 






ltt JOHN STREET 


OF NEW YORK 


WILFRED KURTH, President 


NEW YORK N. Y. 
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Aetnaizers to Meet In 
Hartford Aug. 25 


Casualty Program Arranged for 
More Than 500 Qualified 
Agents in New Hall 





From four to five hundred Aetna 
agents from all sections of the coun- 
try, representing the casualty and 
surety department of the Aetna Life 
and Affiliated Companies, will gather 
in Hartford Aug. 25 to participate in 
a three-day conference, it was an- 
nounced today. The delegates who will 
attend the convention have successfully 
completed an eight months’ qualifica- 
tion campaign. 

The convention will be called to order 
on Tuesday morning in Bulkeley Memo- 
rial Hall, Aetna’s new auditorium, 
where all business sessions will be held. 
Vice-President W. L. Mooney will 
preside at the opening session. After 
an address of welcome by President 
Morgan B. Brainard the convention 
will launch into a discussion of various 
angles of the insurance business in 
which home office officials and visiting 
delegates will join. During the con- 
vention addresses will also be made by 
Howard P. Dunham, commissioner of 
insurance in Connecticut, and Robbins 
B. Stoeckel, State commissioner of mo- 
tor vehicles. 

Tuesday afternoon, following lunch 
in the Aetna dining rooms, there will 
be an opportunity for visiting agents 
and guests to inspect the new Aetna 
home office and to confer with officials 
and department heads. At 6.30 there 
will be a picnic on the Aetna grounds, 
followed by a dance in the assembly 
hall. 

On Wednesday the entire convention 
will proceed to New London where golf, 
bathing and a shore dinner will be 
enjoyed by the delegates. In the eve- 
ning there will be a concert at the 
Bushnell Memorial Auditorium. 

On Thursday the business sessions 
will be resumed with talks by various 
officials and field men. In the after- 
noon there will be a golf tournament. 
For those who do not play golf, a 
number of attractive sight-seeing trips 
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NEW COMPENSATION RATES IN 
FIVE MORE STATES 

Revised emergency rate schedules for 
compensation insurance continue to win 
the approval of State insurance com- 
missioners according to the National 
Council on Compensation insurance. 
The latest States to approve the plan 
adopted following the Chicago meeting 
of the National Convention of Insur- 
ance Commissioners are Maryland, 
Vermont, New Hampshire, Illinois and 
Maine. In Maryland the increases 
amounted to 9.3 per cent; in Illinois, 
9.6 per cent; in Vermont, 12.7 per cent; 
in New Hampshire, 5.7 per cent, and 
in Maine, 8.9 per cent. 

Approving the revisions, Insurance 
Commissioner William P. Walsh of 
Maryland said, “The reason for this 
upward trend was an increase in the 
hazard per unit of pay roll brought 
about by a more widespread use of 
machines, a steady increase in hos- 
pital and medical costs, and a gradual 
liberalization of interpretation of the 
benefit provisions of the various com- 
pensation acts. 

“Even during normal times these 
forces have operated to produce heavy 
underwriting losses, but now, with the 
present depression, their effect has 
been magnified. Premiums have been 
reduced because of declining wages and 
falling pay rolls without a correspond- 
ing reduction in losses, and the result 
has created an emergency requiring 
immediate action.” 














have been arranged. There will be a 
bridge for the ladies of the convention 
in the Girls’ Clubroom. The convention 
will be concluded with a banquet at the 
Hartford Club. 

The Aetnaizers’ National Conven- 
tion will be the first gathering of 
agents held in the new Aetna Life 
home office building, and will therefore 
be in the nature of a dedication of this 
great edifice, the largest of its kind in 
the world. In September it will be 
visited by the life agents and general 
agents attending the Combined Aetna 
Life General Agents’ Conference and 
Regional Meeting. 


The following home office committees are 
in charge of the many details in connec- 


(Concluded on page 41) 


Southern Surety Gives 
Up A. & H. Business 
Reinsurance Deal with Provident 


Life and Accident Ended; 
Watson Powell Transfers 





Through a reinsurance transaction 
just consummated between the Provi- 
dent Life and Accident Insurance Com- 
pany, of Chattanooga, Tenn., and the 
Southern Surety Company, of New 
York, the Provident acquires, with a 
few exceptions, all of the accident and 
health business of the eastern com- 
pany. Announcement of the deal is 
made by President Robert J. Maclellan, 
of the Provident. The reinsurance 
treaty becomes effective on Sept. 1. 

In connection with the transaction, 
Watson Powell, vice-president of the 
Southern Surety Company in charge of 
the accident and health department, 
will join the Provident organization as 
agency vice-president. In addition, a 
number of other junior officers of the 
department will also become members 
of the staff of the Chattanooga institu- 
tion. 

The annual premium income on the 
business thus reinsured is said to 
amount to approximately $1,000,000. 
This, added to the Provident’s present 
accident and health premium income, 
will give that company an annual pre- 
mium return of around $6,000,000 from 
this source. The business taken over 
by the Provident in the present trans- 
action is distributed among the thirty- 
five States which comprise the Provi- 
dent’s territory. 

This reinsurance deal is regarded as 
one of the largest which has ever taken 
place in the accident and health busi- 
ness. 

The Provident, organized in 1887, is 
one of the pioneer accident and health 
companies in this country and, by the 
acquisition of the business of the 
Southern Surety Company involved in 
this deal, will now rank as one of the 
seven largest producers of personal ac- 
cident and health insurance in the 
United States. 

The Provident confines its field of 
underwriting to life, accident and 
health insurance. 


Casualty, Surety, Etc. 
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Standard Surety Wins 
Federal Verdict 





Right to Retain Corporate Name 
Upheld by United States 
District Court 


After a three-year legal battle, the 
Standard Surety and Casualty Com- 
pany of New York has retained the 
right to its corporate title. Mr. Jus- 
tice Frank J. Coleman of the United 
States District Court in New York re- 
cently denied the motion of the Stand- 
ard Accident Insurance Company of 
Detroit to restrain the New York 
surety company from using its corpo- 
rate title, and thereby put an end to a 
bitter legal fight which has been waged 


in nearly every State in the Union. 
The case seized insurance interest 
three years ago when the Standard 


Accident sought to have James A. Beha, 
at that time superintendent of insur- 
ance in New York, refuse to grant a 
license to the Standard Surety and 
Casualty Company under its proposed 
title. Mr. Beha denied the request and 
granted a license to the New York 
surety company to do a general cas- 
ualty and surety business. Since that 
time 43 other State superintendents 
have permitted the entry of the Stand- 
ard Surety into their States. 

The Standard Accident contended 
that the similarity of names between 
the two companies would cause con- 
fusion, and might lead to unfair com- 
petition. In his decision, Justice Cole- 
man pointed out that the Standard 
Surety “had no intent to trade on plain- 
tiff’s (Standard Accident) good will and 
through confusion of names to get any 
business which would otherwise go to 
the latter, and the defendant has done 
nothing to cause such confusion.” The 
court believed that the possibility of 
confusing the general public was by 
no means a test to be applied, and that 
professional insurance men and experts 
were not likely to be misled by sim- 
ilarity in name. 





ARTHUR BYRNE TO HANDLE CITY 
CLAIMS FOR CONSTITUTION 


Arthur Byrne has been appointed 
superintendent of claims, metropolitan 
department, for the Constitution In- 
demnity Company. 

Mr. Byrne is a thoroughly experi- 
enced claim man and has a fine record 
for efficiency. He was first connected 
with the Brooklyn Rapid Transit Com- 
pany. Since then he has served in the 
claim departments of the Standard 
Accident, Royal Indemnity, Commercial 
Casualty, and the Metropolitan Casu- 
alty. 


Casualty, Surety, Etc. 





HIGHWAY ACCIDENTS SHOW 
STEADY INCREASE 


HarTForD, CONN., Aug. 14.— 
Automobile accident deaths in 
the United States the first seven 
months of this year are placed at 
approximately 17,800 on the 
basis of reports received from 
State officials by the Travelers 
Insurance Company. This indi- 
cated loss of life compares with 
16,800 during the first seven 
months of last year, or an in- 
crease of 5.7 per cent. On the 
basis of figures reported deaths 
have averaged 84 a day for the 
first seven months as against 79 
during the corresponding period 
of last year. 

Each month has shown an in- 
crease in street and highway 
fatalities over the corresponding 
period of last year, according to 
the statistics reported, with none 
of the months however showing 
as large a gain as occurred in 
January. The indicated loss of 
life for the seven-month period 
has averaged more than 2500 a 
month as against 2400 during 
the same time last year. 

Of all the States from which 
reports have been received 18 
have reduced the loss of life on 
the basis of available figures. 











INDEPEN DENCE-COMMON WEALTH 
TO COMPLETE MERGER SEPT. 1 


PHILADELPHIA, Aug. 17.—It is ex- 
pected that the merger of the Common- 
wealth Casualty and the Independence 
Indemnity will be completely consum- 
mated by the first of September with 
the new company then operating as 
the Independence Indemnity. 

Stockholders of the two companies 
meet this month to ratify the merger. 
The Independence group meets first, on 
Aug. 14, with the Commonwealth stock- 
holders convening on Aug. 28. 

At the Pennsylvania Insurance De- 
partment it was said that approval of 
the merger will be granted as soon as 
application is made. It is believed that 
the new company will have its home 
office in the Independence Building. 

Carl M. Hansen, president of the 
International Reinsurance, and his as- 
sociates own a controlling interest in 
both companies. 

Charles H. Holland, president of the 
Independence Indemnity, will be chair- 
man of the board of the new company; 
W. Freeland Kendrick, president of the 
Commonwealth, will be vice-chairman, 
and J. Horace Shale, vice-president and 
general manager of the Commonwealth, 
will be president. 


Ambulance Chasing Crops 
Up in Philadelphia 





Central Bureau of “Investigators” 
to Supply Information to 
Shyster Lawyers 


A lawyers’ runners’ movement is re- 
ported under way in Philadelphia 
which, if successful, will mean added 
claims for casualty companies. About 
a year ago, the Philadelphia bar asso- 
ciation prohibited the use of runners. 
However, the ruling left a loophole in 
that it permitted attorneys to hire in- 
vestigators. 

While the ruling temporarily halted 
the use of runners, a way was soon 
found for them to get back into opera- 
tion. Their fees were termed inves- 
tigating expenses and, if the runner 
was to get $500, on the lawyer’s books, 
the runner appeared for $50 a week 
salary for ten weeks as an investigator. 

However, it is said that attorneys 
using runners discovered that the only 
profitable manner to use them was 
through a general association. And so 
an alleged detective investigating bu- 
reau is said to have been organized in 
Philadelphia. To give it a legal aspect, 
it is said that the bureau has applied 
for a private detective’s license. 

The bureau will work on a 24 hour 
a day, seven days a week schedule, it 
is said. In the past, installment col- 
lectors and internes were mainly used 
but they are said to be too slow in er- 
poting. The ne whbureau has on its 
force members of patrol wagons and 
hospital ambulance crews. They are 
to report accidents as soon as they 
occur to the bureau, the bureau in turn 
sends a man out, investigates, signs the 
injured up. In short, acts the same 
as runners have done in the past. Its 
fees from attorneys will range from 
25 to 50 per cent of the lawyers’ fees 
and will go down on the lawyers’ books 
as investigating expenses. 





PITTSBURGH ACCIDENT MEN 
ISSUE YEAR BOOK 


A year book, which contains the con- 
stitution, the president’s message and 
serves as a directory of members, has 
been issued by the Pittsburgh Accident 
and Health Managers’ Association. 
Although the association is not yet a 
year old it numbers 50 members in its 
roster and has assumed a distinctive 
position as a unit of the National Asso- 
ciation of Accident and Health Man- 
agers. 

It will hold its annual meeting Sep- 
tember 21, and officers and directors 
will be elected. At the present time, 
Lon C. Jeffrey, who founded the organ- 
ization, is president. 
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Thieves? Aren’t We AIIP 


(Concluded from page 9) 


’ 


the examples under “pleasure.” Vanity 
is also a pleasure, but it forms such a 
great study that it is listed apart. 

Motivated by any one of these urges, 
the bank cashier can do only one of 
three things. -He can destroy the con- 
flict; he can flee from it or he can 
delude himself into believing that it 
doesn’t exist. For example, if a mos- 
quito bothers you, you can kill it and 
remove the annoyance. You can flee 
into another room, and also remove the 
annoyance. Or you can say that you’re 
tough enough that no mosquito could 
possibly bother you. It would take you 
a long time to do the latter, so much 
time in fact, that, according to the 
doctor, it would become an obsession 
and you would soon be insane. Hence 
the bank cashier’s troubles might end, 
or shall we say begin, with his suc- 
cumbing to the temptation of stealing 
the bank’s money. 

Cleptomania is another matter. It is 
a disease, and a cleptomaniac steals for 
the shear lust of stealing. It gratifies 
in him a specific emotion akin to the 
sexual urge. Cleptomania, however, 
need not be inborn, it may develop un- 
der certain circumstances. Since it 
forms a big chapter in all study of 
psychology we could not possibly do 
justice to it here, and we do not at- 
tempt it. 

Doctor Hoffman believes that em- 
ployees for positions of trust should be 
selected with the utmost care, not only 
for business reasons, but for humani- 
tarian ones. They should be selected 
on a basis of physical, chemical and 
psychical integrity, he thinks. Corpo- 
rations and insurance companies would 
find it highly profitable to make use of 
the knowledge of medical and psycho- 
logical science. A doctor of medicine 
with a knowledge of psychology could 
eliminate largely from business dishon- 
esty and incipient compensation claims, 
Doctor Hoffman said. 

Embezzling, according to insurance 
underwriters, happens more frequently 
than you would imagine. Absconding 
cashiers and defaulting executives are 
almost daily news. Especially during 
the past eighteen months have fidelity 
bond underwriters noticed a rise in 
losses from this source. 

Apparently there is a rich field for 
fidelity bond underwriting in your com- 
munity. Harry Legg, assistant secre- 
tary of the Fireman’s Fund Indemnity 
Company, says that fidelity bonds are 
“the life insurance of business.” 

“It is just as important that you 
save an employer’s business for him- 
self and his family by selling him fidel- 
ity bonds taken out for his employees 
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Senator Davis to Take Safety 
Drive Before Congress 


Pennsylvania Solon to Ask $50,000 
A ppropriation to Make Edu- 
cational Films 


HARTFORD, CONN., Aug. 17.—Sub- 
mission of a bill to Congress seeking an 
appropriation of $50,000 to be used in 
visual education work in connection 
with the country’s accident problem 
was outlined Friday night by United 
States Senator James J. Davis of 
Pennsylvania in a talk which he made 
from Washington in the series of talks 
arranged by the Travelers Insurance 
Company on automobile accident pre- 
vention. Senator Davis’s address was 
broadcast by WTIC by remote control. 

“The plan I have in mind,” said 
Senator Davis, “is to introduce before 
the coming Congress a bill asking, not 
for millions, but for only $50,000 as a 
start to be used in preparing a series 
of one-reel films which will depict 
safety and first-aid and which can be 
borrowed free by private individuals as 
well as by educational institutions and 
all classes of civic, military and relig- 
ious organizations.” 

The sum of money which Senator 
Davis is to seek in the coming session 
of Congress was said to represent only 
50 cents for each life lost in the United 
States through accidents during last 
year. He added that it is an amount 
smaller than is spent for the construc- 
tion of less than two miles of concrete 
highway or for reroofing a large public 
building. 


as it is to sell him life and fire insur- 
ance,” Mr. Legg says. 

Mr. Legg points out that small mer- 
chants are especially in need of fidelity 
bonds because of the fact that they op- 
erate on small capital, and the loss of 
any part of this capital through an 
embezzling employee might precipitate 
the failure of their business. 

The fall and winter open up a good 
season for fidelity bonds, too. There 
is a usual seasonal pick-up in business 
in all lines, and this pick-up this year 
is forecast as a really smart spurt. 
Your merchant will undoubtedly be tak- 
ing on new employees and his hazard 
will therefore increase. Drop in and 
see him, and place the fidelity line 
along with what you already have in 
fire and life. 

Use his own case as a sales point 
Tell him what Doctor Hoffman says 
about us all. You’ll probably get into 
an interesting argument, but, ten to 
one, fingers crossed, you “steal” the 
premium. 
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SOUTHERN COLLECTIONS BAD 


Collections are growing more diffi- 
cult in Alabama and Mississippi ac- 
cording to special agents and other 
company officials. The number of 
agencies has shown a material decrease 
on account of consolidations which 
were necessary in many cases to carry 
on. Other agencies have been closed 
cut with companies collecting their bal- 
ances as best they could. Some of the 
companies have been left without rep- 
resentation. 

The loss ratio in Alabama shows a 
material increase for 1930, according 
to the preliminary report of Commis- 
sioner Charles C. Greer. 





WHY DOES IT HAPPEN IN SOME 
CASES THAT TWO AUTOMOBILE 
LIABILITY POLICYHOLDERS DRIV- 
ING THE SAME TYPE OF CAR, AND 
LIVING IN THE SAME IMMEDIATE 
LOCALITY WITH TRAFFIC CON. 
DITIONS VERY MUCH THE SAME 
ARE CHARGED DIFFERENT RATES? 


Automobile liability insurance rates are 
adapted as nearly as actuarial science can 
make them to varying territorial hazards. It 
may be readily understood that the hazard in 
the congested cities is higher than it is in 
sparsely populated rural sections, or that 
there is greater danger of accident in a hilly 
country than there is in a flat area. This 
being so, it would be unfair to charge the 
man with less chance of accident the same 
premium as that charged the policyholder 
with a high accident hazard. Therefore, every 
state is broken up into territories according 
to these differences, and the rate is then 
computed according to the actual experience 
(losses) in each territory. 

One of two persons living close to, but on 
either side of the line of demarcation may 
fancy a discrimination against him. Such is 
not the case, however. The line of division 
must be somewhere, and the rate paid reflects 
the experience of the territory in which the 
policyholder 1esides. 


Great American 
Judemunify Company 
New Pork 
CASUALTY SURETY 


We'll gladly one 
your questions 
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Insurance Counsel Changes 
Time for Meeting 





Convention to Be Held Sept. 17, 
18, 19; Attractive Pro- 
gram Planned 


The dates of the fourth annual meet- 
ing of the International Association of 
Insurance Counsel to be held in the 
New Ocean House, Swampscott, Mass., 
have been changed from Sept. 17, 18, 
19 to Sept. 14, 15, 16. The dates which 
had already been arranged conflicted 
with the time of the Atlantic City con- 
vention of the American Bar Associ- 
ation of which a great many Counsel! 
men are members. 

The program committee has thus far 
completed an impressive roster of 
speakers and the convention promises 
to consider a number of important 
legal phases of insurance. Among the 
prominent lawyers and insurance men 
who have promised to speak are: 

Hon. Louis S. St. Laurent of Quebec, 
president of the Canadian Bar Associ- 
ation. Mr. Laurent has accepted, but 
has not yet selected his subject. Hon. 
Charles I. Dawson of Louisville, Ky., 
United States District Judge for Ken- 
tucky; Subject: “Right to recover by 
estate where beneficiary murders the 
insured.” Hon. David F. Lee of Bing- 
hamton, N. Y., former Justice of New 
York Supreme Court; subject: “The 
preparation and defense of insured and 
insurance cases.” Judge Lee was a 
member of last year’s program commit- 
tee. He is a lawyer of wide and long 
experience in trial work. Hon. John C. 
Cooper, Jr., of Jacksonville, Fla., pres- 
ident of the Florida Bar Association; 
subject: “Rights of persons furnishing 
material or labor to subcontractor to 
sue directly on original contractor's 
construction bond.” Mr. Cooper speaks 
to the meeting for the first time. Many 


Florida and Georgia members  sug- 
gested and urged Mr. Cooper as a 
speaker. William A. Porteous, Jr., of 


New Orleans, La.; subject: “The right 
of a surety on a bail bond to return a 
prisoner to a distant state or to release 
a prisoner where the governor refuses 
to issue extradition.” Edward C. Stone 
of Boston, Mass., U. S. manager, Em- 
ployers’ Liability Assurance Corp., 
Ltd.; subject: “Compulsory Automobile 
Insurance.” Three years ago, Mr. 
Stone was vice-president of this organ- 
ization, and for years one of the lead- 
ing attorneys of New England. Mr. 


Stone must speak Sept. 14 to keep 
other engagements. Hon. Merton L. 
Brown, insurance commissioner of 
Massachusetts. Lewis A. Stebbins, of 


Chicago, Ill., general counsel for Cen- 
tral Life Insurance Company; subject: 
“Permanent and Total Disability.” 


Casualty, Surety, Etc. 


R. H. BLAND COMMENTS ON 
U. S. F. & G. DIVIDEND 


BALTIMORE, Mp., Aug. 17.—On Aug. 
15 the United States Fidelity and 
Guaranty declared a quarterly divi- 
dend of 25 cents per share. So far 
this year dividend payments have 
amounted to $1,250,000 or $1.25 per 
share. 

Commenting on the conservative 
dividend policy which the company is 
exercising this year, President R. How- 
ard Bland states: 

“Your board of directors 
opinion that a conservative dividend 
policy is appropriate under present 
conditions, which reflect higher losses 
and a falling off in premium receipts 
of about 9 per cent during this first 
six months of the year. 

“In line with this reduction in divi- 
dends your board has substantially re- 
duced all salaries in excess of $1,000 
in the home office and the branch of- 
fices. With the elimination of numer- 
ous other items of expense, the com- 
pany should save annually in cost of 
operations alone approximately $1,000,- 
000 through the action so far taken by 
the board and your executive officers. 

“The securities owned by your com- 
pany are of the highest grade and 
should show, when market values re- 
turn to reasonable figures, a large 
appreciation.” 


is of the 





K. C. BEALS NAMED ROYAL 
SPECIAL AGENT 


The metropolitan department of the 


Royal Indemnity Company has ap 
pointed Kenneth C. Beals as special 
agent. He has been associated with 


Hancock Co., Inc., 123 William Street, 
for the past ten years, and is well 
known in insurance circles. 

Mr. Beals comes from an “insurance 
family,” his father acting as secretary 
of the Providence-Washington Insur- 
ance Company for many years, and his 
grandfather at one time represented 
the Royal Insurance Company. 





E. A. HOLT DEAD 


Elbert A. Holt, 39, special agent for 
the Home Indemnity, died last week at 
his home in Montgomery, Ala., after a 
long illness. He entered the insurance 
business at the age of 18 with the 
late William A. Saffold. Later he be- 
came a member of the Saffold, Mc- 
Donald and Holt Agency. For the last 


few years he has been with Home 
Indemnity. 
Mr. Holt served 20 months in the 


aviation service during the World War, 
11 months being overseas. He is a 
well known civic worker and a former 
president of the Montgomery Ex- 
change Club. 


Bureau Designs Coverage 
for Small Stores 





Policy Similar to Provisions of 
Fraud Bond Issued at 
Low Rates 


A new all-inclusive burglary and 
robbery policy, especially designed for 
small merchants of the United States, 
is announced as in effect Aug. 17 by 
the National Bureau of Casualty and 
Surety Underwriters. 

This new policy form, which is known 
as the “Storekeepers’ Burglary and 
Robbery Policy” carries protection from 
every form of modern criminal enter- 
prise by violence and strong arm. One 
clause protects from “kidnapping” 
where the victim is taken back to the 
store to open the door of the safe; 
another takes in hold-ups either in the 
store or the street; robbery in the home 
covered with respect to money and 
securities used in the business; the 
safe is protected and also the open 
stock. There is protection for burglary 
from a bank night depository, and also 
property damage due to or caused by 
burglary or robbery. 

Following the trend in insurance, the 
new policy is free from exclusions and 
offers “continuity of insurance,” by 
which is meant that full protection is 
afforded for the policy term without 
additional premium charges, no matter 
how many bona fide robberies there 
may have been during that term. 

These storekeepers’ burglary and 
robbery policies are to be issued for a 
total liability of $1,750 which is divided 
into seven indemnity paragraphs, each 
affording $250 coverage. 

The rate for territory I, for instance 
is $40, and that territory embraces Los 
Angeles and San Francisco Counties, 
California, Johnson and Wyandotte 
Counties, Kansas, and Jackson and St. 
Louis (City and County), Missouri. 
The rate for territory II is $35, and 
embraces Palm Beach, Miami, and other 
Florida Counties and Cities, Hennepin 
and Ramsey Counties, Minnesota, 
Douglas County, Nebraska, Bronx, 
Queens, and New York Counties, New 
York, Cleveland and Cuyahoga County, 
Ohio and King County, Washington. 
Territory III carries the highest rate of 
$50 and is applied to Chicago and Cook 
County, and Lake County, Illinois, and 
Detroit and Wayne Counties, Michigan. 
Territory IV covers all other districts 
not otherwise specified. 

The new policy is the result of 1 
comprehensive research and investiga- 
tion by the burglary department, the 
Surglary governing committee, and the 
statistical and actuarial divisions of the 
National Bureau extending over many 
months. 
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FIDELITY & CASUALTY COMPANY 
LOCAL APPOINTMENTS 


Harold J. Badum, for several years 
associated with the metropolitan office 
of the Fidelity and Casualty Company 
as special agent, has been placed in 
charge of the steam boiler and machin- 
ery department of that office. 

Frank A. Byrne kas been added to 
the metropolitan staff as special agent 
in the accident department. Mr. Byrne 
will be associated with John J. Cana- 
van, manager of that department. 

Charles H. Stanton has also been 
appointed a special agent and will be 
actively engaged in the development 
of casualty lines in the New York dis- 
trict. 


Aetnaizers in Hartford 
(Concluded from page 37) 


tion with the convention: General Com- 
mittee—President Morgan B. Brainard, 
honorary chairman; J. H. Brewster, Jr., 
W. E. A. Bulkeley, E. E. Cammack, J. K 


Hooker, K. A. Luther, W. L. Mooney, C. B. 
Morcom, R. W. Myers, E. J. Perrin, Jr., 
J. M. Smith, Alfred Stinson, J. S. Turn, 
S. F. Westbrook. Railroad Transportation 
G. E. Ashley, F. E. Barber, R. I. Catlin, 
L. B. Fowler, C. K. Mount, J. M. Parker. 
Finance—L. . Fowler, E. A. Giddings, 
P. B. Griswold, H. W. Hough, C. E. 
Sprague, F. G. Winslow. Publicity—C. G. 
Hallowell, A. E. Redding, S. F. Withe. 
Golf—Logan Bidle, W. H. Dallas, R. E. 
Hall, J. R. Holmes, E. C. Knapp, A. B. 
Palmerton. Sight-seeing Trips and Local 
Transportation—L. E. Ames, Paul Dor- 
weiler, H. A. Ensign, B. A. Hunt, F. L. 
Parker, A. O. Rose, J. B. Slimon, C. T. 
Spaulding. Hotels—L. K. Babcock, W. B. 
Dew, C. G. Hallowell, E. C. Knapp, R. T. 
Mallery, W. J. O’Donnell, W. S. Paine, 
D. G. Stone. Shore Trips—O. R. Beckwith, 
E. C. Bowen, E. C. Higgins, C. J. Langley, 
A. E. Redding, H. T. Smith, Dr. H. M. 
Stevenson. Banquet—J. V. Adams, R. T. 











MOTOR ASS’N SUSPENDED BY 
MARYLAND ATTORNEY 
GENERAL 


BALTIMORE, Aug. 15.—After the re- 
ceipt of several complaints against 
salesmen of the National Motorists 
Corporation of Virginia, W. Preston 
Lane, Jr., attorney-general, has issued 
an order suspending the company’s op- 
eration pending an investigation. 

“From information in our posses- 
sion,” Willis R. Jones, deputy attorney- 
general, investigating the case, said, 
“it is apparent that the National 
Motorist Corporation of Virginia has 
been selling to residents of this State 
so-called service contracts that are 
represented to afford insurance protec- 
tion to the buyers. 

“Upon examination of the literature 
employed in the sale of these contracts 
one would be led to believe that the 
contract provided complete protection. 

“When the contract is examined, 
however, it is found that the company 
assumes only minor obligations, not at 
all in keeping with the literature.” 

The concern, which has headquarters 
in Washington, has not qualified with 
the State Insurance Commission, Mr. 
Jones added. 


Mallery, C. V. D. Peek, A. R. Sexton, C. T. 
Spaulding, N. C. Stevens. Entertainment— 
Cc. F. Gay, C. G. Hallowell, J. R. Holmes, 
W. I. Morrow, Olaf Nordeng, A. E. Red- 
ding, N. C. Stevens. Credentials, Registra- 
tion—Agency Department Staff. Ladies’ 
Reception Committee—This committee, of 
which Mrs. Morgan B. Brainard is honor- 
ary chairman, is composed of the wives of 
the Casualty and Surety officers. 








Casualty and Surety Results for First Six Months of 1931 and 1930 


NAME AND LOCATION OF COMPANY 
American Employers, Boston 

Bankers Indemnity, Newark 

Business Men's Assurance, Kansas CityT 
Employers Liability, Boston 

General Indemnity Corporation, Rochester 
Great American Indemnity, New York 
Kansas Bankers Surety, Topeka 

Lexington Surety & Indemnity New York* 
Loyal Protective, Boston 

Massachusetts Accident, Boston 

Midwest Life, Lincolnt 

National Casualty, Detroit 

National Surety, New York 

New Amsterdam Casualty, Baltimore 
Occidental Indemnity, San Francisco 
Ohio Casualty, Hamilton 

Phoenix Indemnity, New York 

Saint Paul-Mercury Indemnity, St. Paul 


Standard Accident, Detroit 


» | | . 
Year Dividends Total 
Ending Paid Admitted 


| June 30 Stockholders Assets 
$ $ 
} 1931 | 30, 000) 7,342, 198) 
| 1930 | 7,736,802) 
1931 5,446,621 
| 1930 5,391, 460 
} 1931 30, 000) 8, 068, 245) 
| 1930 b b | 
|} 1931 | 37,211,959 
1930 | 40,089,271 
1931 2,937 , 992) 
1930 1,792,595 
1931 8,773, 616) 
1930 9,753, 241] 
1931 | 639,981 
1930 9,548 609, 192 
| 1931 554, 126) 
| 1930 373, 204} 
1931 1,268,222 
1930 50, 000 1,456, 941 
1931 12,500} 2,123,642 
1930 12,500 1,958, 121) 
1931 18,000 4,776, 984! 
| 1930 18, 000) 4,733,588 
| 1931 415,000 3,106,038 
| 1930 | 45,000) 3, 123,044} 
|} 1931 | 749,970 42, 663,892) 
| 1930 749,970 48, 183,830) 
1931 450,000 25,999, 672 
1930 450,000) 28 , 382,585 
1931 i 2,132,544 
1930 | 2,082,976 
1931 48,000} 3,134, 07: 
1930 48 , 000) 3,508, 646 
1931 | 4,378,315 
1930 4,254,005 
1931 3,876,444 
| 1930 2,881,177 
1931 b 22 995,513 
| 1930 b b 








+Assets and surplus include the life department 
Contingency reserve. 
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b Unavailable. 


* Formerly the Grand Central Surety Company 
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H. F. MACLACHLAN, CHICAGO 
MANAGER FOR EMPLOYERS 

CHICAGO, Aug. 17.—Appointment of 
H. F. MacLachlan as assistant resident 
manager of the Employers Group in 
Chicago to succeed Frank M. Chandler, 
resigned, has been announced by George 
F. Douaire, resident manager. 

Mr. MacLachlan formerly was Cook 
County manager for the Royal In- 
demnity and prior to that saw service 
with the Ocean Accident as assistant 
resident manager in Chicago, as man- 
ager of the Newark Branch office, and 
in the compensation department of the 
United States branch in New York. 


“PREVENTING TAXICAB 
ACCIDENTS” 


“Preventing Taxicab Accidents” is 
the title of a 36-page pamphlet issued 
by the policyholders service bureau of 
the Metropolitan Life Insurance Co., 
New York. It is a report of a survey 
conducted by the National Association 
of Taxicab Owners in cooperation with 
the Metropolitan and presents the find- 
ings of this investigation. It describes 
methods of conducting safety activities, 
analyzes and charts accident data, pre- 
sents many interesting case studies of 
accident repeaters, describes a _ sug- 
gested accident statistical plan and 
sets for the recommendations of the 
safety committee of the National As- 
sociation of Taxicab Owners. 








Net Premiums | Net Losses 






























Net Surplus Written Paid (First 
(Including Capital) | (First 6 Months) 6 Months) 
3 $ } $ 
1, 587,382) 3, 282, 974| 1,651,134 
1,641,623) 3, 484, 832) 1,525,013 
1,801, 582) 1,884, 735] 1,073,453 
2,203, 686] 1,426,528 1,041, 607 
1,073,368} 1,714, 967 1,207,523 
b b b 
6,322, 162 15, 767,951 7,584,720 
7,160,229 18,389,807 7,619,720 
1,407, 000 998,615 106, 901 
1,459, 162 207, 684 17,610 
2,452,761 3,596, 669 1,690,848 
3,134,304 2,916,563 1,544,879 
590, 981) 96,373 21,597 
490, 692) 66, 408 21,256 
418,274 178,326} 44,299 
318, 156 98 , 602 20,042 
537,555 1,059, 180 681,000 
724,046 1, 200, 533 692,956 
1500, 000 660,781 299,991 
500, 000) 592,950 252,871 
0538 , 756 28,504 11,708 
485, 463 31,539 11,802 
1,575,046 1,060,695 561,033 
1,570,780 1,080, 229 519, 253 
22,578, 255) 8,598,027 4, 336,730 
25, 209, 145) 9,328,710 4,133,118 
9,000,000 7,840,635 4,445,291 
10,000, 000 7,637,524 3,898,451 
1,166,717 653, 707 333,613 
1,172,829 575, 645 272,891 
1,140,815 1,478, 669) 594,972 
1, 116, 688 1,479,854 837, 283 
998 , 877 1,739,940 825,797 
1,085,692 1,806, 239 821,486 
1,176,002 1,716,657 606, 118 
1, 288, 796) 1,051,833) 361,896 
3, 671,306) 10, 170,445 5,389,075 
b | 10,319, 471| 4,401, 127 





c Includes $50,000 contingency reserve. 


d Includes $46,400 


Casualty, Surety, Etc. 





Prominent Agents and 
Brokers 











Leon Irwin & Co. 
NEW ORLEANS, LA. 


Brokerage Lines Solicited 























Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 
FACKLER and BREIBY 
Consulting Actuaries 


Audits Calculations Censultants 
Examinations Valuations 
25 CHURCH STREET NEW YORK 








MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


500—5Sth Ave.—at 42nd Street 
NEW YORK 














WOODWARD, FONDILLER and RYAN 
Consultants 


Actuarial, Accounting and 
Management Problems 


90 John St. New York 


-—-—— 


DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 Ne. LA SALLE ST. Telephome State 7299 
CHICAGO 

















JAMES H. WASHBURN, F. A. I. A. 
Censalting Actuary 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN'S COMPENSATION 
Expert Advice on Domestic. Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 
Room 101 Memorial Bidg., Nashville, Tenn. 


J. Charles Seitz, F. A. I. A. 


Con Actuary 
Author “A System and Accounting for a Life 
Insurance Company”’ 
Attention to 
Legal Reserve, Fraternal and Assessment 
Business— Pensions. 
228 North La Salle Street, Chicage, Illineis 
Phone Franklin 6559 

















GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


150 NASSAU ST. NEW YORK 


JNO. A. COPELAND 
Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 


ERSTON L. MARSHALL 


CONSULTING ACTUARY 
301 Iowa Building 
DES MOINES, IOWA 





SIDNEY H. PIPE, 


MAJOR E. P. S. ALLEN, D. S. 0O., 


and 800 Securities Bidg., Kansas City, Me. 








Fellow, Actuarial Society of America, 
Fellow, American Institute of Actuaries, 
Associate, British Institute of Actuaries. 


Associate, Actuarial Society of America. 


PIPE & ALLEN 


Consulting Actuaries 
1711-1712 Metropolitan Bldg., Toronto, Ont. 


ALEXANDER C. GOOD 


Consulting Actuary 


807 Paul Brown Biag. 
St. Loulfs, Mo. 





Inspections 











T. J. MCCOMB 
CONSULTING ACTUARY 


Colcord Bldg. 


Oklahoma City, Okla. 














J. H. O’ROURKE, Jr. 


UNDER COVER AND STRAIGH1 
CLAIM INVESTIGATIONS 


PHONES: 
LOMBARD (674 GERMANTOWN si0 
DREXEL BLDG. PHILADELPHIA. Pe 




















FRANK M. SPEAKMAN 


Consulting Actuary 
Associates 

Fred E. Swartz, C. P. A. 

W. L. Clayton 

E. P. Higgins 


THE BOURSE PHILADELPHIA 

















L. A. GLOVER & CO. 


jes, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 


Cc Iting Date 











Railway Audit & Inspection 
Co., Inc. 
L. D. RICE, General Manager 
Franklin Trust Bldg., Philadelphia, Pa. 


INSPECTIONS CREDIT 


Life ane 
MISCELLANEOUS 

Compensation REPORTS 

General Liability 

Elevator 

Burglary 

Plate Glass 

Pay Roll 


Offices and Agents in Citles and Small Towns 
in Every State. We Can Save You Meney. 


INVESTIGATIONS 
and 
ADJUSTMENTS 
of 





CLAIMS 























Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 
Kansas City 





Ommahs 








BOSTON 

















REVISED EDITION—1930 


SURETY BONDS 


By EDWARD C. LUNT, A.M. 


New Chapters Cover 
COMMERCIAL BLANKET BONDS—BLANKET POSITION 
BONDS—THREE KINDS OF FORGERY BONDS 
BANKERS’ FORGERY BONDS 
SECURITIES BONDS 
New Extensions and Adaptations of Standard Types of Bonds 
Are Also Treated 


This Up-to-Date Book of 430 Pages Should Be Read by Every Fidelity 
and Surety Agent and Underwriter 
Price, Per Copy—$3.50 
THE SPECTATOR COMPANY 
SELLING AGENTS 


243 West 39th Street, New York 
NEW ORLEANS 








LOS ANGELES 
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